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ACCURACY CREATES PROFITS 
ERRORS MAKE LOSSES 


The Ellis Book Keeping Machine 


Protects Your Profits by Preventing Errors of all Kinds Incidental 
to Bookkeeping by Hand. It will Save 50% of Your Present Book- 
keeping Cost and Economize 33% in Office Space. 

















You get your monthly balances because the machine 
automatically prints its totals and proves 
each day’s work 


Used by large Banks, Insurance Companies, Specialty Shops and 
Department Stores throughout the United States 
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Ellis Adding-Typewriting Company 


HOME OFFICE 


Newark, N. J. 


BRANCH OFFICES 


New York St. Louis Chicago Boston Pittsburgh Baltimore Philadelphia 
Buffalo, N. Y. Toronto, Canada Montreal, Canada 
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A CORRECTION. 


In the fourth paragraph of the advertise- 
ment of the Elliott-Fisher Billing System 
appearing in the November issue, there 
was printed a line telling of a certain store 
using their system to handle twenty-one 
hundred (2100) active accounts. This was 
an error, as it should have read twenty- 
one thousand (21000) accounts. 


Retail Credit Men’s Nat’! Ass’n, 
D. J. Woodlock. 
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Elliott-Fisher Made 


Records Means a Fully 
Informed Credit Manager 


N an office where the accounting is handled on 
Elliott-Fisher Flat Bed Writing Machines— 


All records are written at one operation. 
Daily balances on all accounts are available. 


There is no extra work or delay in producing 
reports. 


Trial balance troubles don’t exist. 

The credit manager can instantly find out character 
of goods bought by charge customers and when and 
how they pay. 

All overdue accounts are “‘on view.” 


Ledgers are continually in balance. 


There is an Elliott-Fisher way of handling every 
accounting problem. 


Write for details, or ask for a representative to call. 


Write to 


Elliott-Fisher 


Flat-Bed System of Accounting ~ Bookkeeping -Billing-Recording 
HARRISBURG, PA. 


BRANCHES IN 100 PRINCIPAL CITIES 
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ADDRESS OF D. M. CHRISTIAN AT THE FIRST ANNUAL 
CONVENTION OF THE MICHIGAN RETAIL 
DRY GOODS CONVENTION 


I am sure that the merchants of the State 
appreciate the invitation of the merchants of 
the Lansing, the metropolis, Capital City, cen- 
trally located and of easy access, to this initial 
meeting. 

This Live Wide-awake Pivotal City 

The birthplace of the Michigan Retail Dry 
Goods Association, the city from which eman- 
ates the laws that make the State a habitable 
and safe place wherein to dwell.. 

Constructive Organization 

Is the order of these times, this epochal 
period in the history of merchandising, call- 
ing for the combined intelligence, resources 
and efforts of the merchants of the State and 
Nation, to guide up all through the rocks and 
shoals that beset the great mercantile ships 
of our country at this time. This is certainly 
the dawn of a new day, when business of all 
grades are striving to penetrate the uncer- 
tainties of the future. Fellow merchants, I 
am sure that we, as business men of our day, 
have no greater problems to solve than our 
forefathers have fought and solved in the 
past. Let us as merchants set our faces as a 
flint into the future, hopefully, optomistically, 
bravely, with a determination to fight fairly, 
honestly, uprightly, with a broader view of 
equalizing the conditions of humanity more 
than ever before, to a higher plane of living 
for the lowly, who may not be favored with 
enough of this worlds good to sustain life in a 
healthy, sanitary condition, and to a leveling 
of those vast fortunes that are a menace to 
the stability of our nation. I mean that the 
strong, physically, mentally, spiritually, shall 
spontaneously reach out the hand of support 
more than ever in the history of the human 
race. If such is our determination and pur- 
pose, we, as citizens, need have no fear of the 
future. 


We Live in the Most Splendid Age of Mer- 
chandising 

In the history of all trading there is no 
nation so isolated that its products cannot 
be placed upon the counters of the great de- 
partment stores of this nation in a very short 
time. Up to the days of the beginning of the 
war, our transportation facilities were the 
marvel of the whole world, privately owned, 
of solid construction, splendidly equipped, 
rapid transportation, safetly and comfort in 
travel, our railroads the peers of any nation 
on this globe, assisted by the great systems 
of telegraph, telephone, wireless, shipping 
upon the Great Lakes, the leviathans of the 
oceans, with our international commercial] re- 
lations, the architectural grandeur and beauty 
of our magnificent terminal buildings, splen- 
did equipment, our solid banking institutions, 
sound life and fire insurance companies, our 
imposing department stores, with their mar- 
velous systems for buying, selling and deliver- 


ing merchandise, concur in making this the 
marvel of all ages in merchandising. 
Merchandising is Still in Its Infancy 

That is what the progressive merchant of 
the day will inform you. . The high-grade 
owners and managers of department stores 
have visions of the future that makes for more 
efficiency in the service and selling of goods, 
the betterment of the employes, higher ideals 
as to the quality of the spirit of department 
store salesmanship. No matter how large a 
merchant may be, he has a greater goal to 
reach. He is an evolutionary, revolutionary 
being, that life will be too short to fully carry 
out all his dreams and plans. 


Forty-five Years Ago I Threw My Hat Into the 
Ring As a Dry Goods Clerk 

In a country store in a small town in Ohio. 
I rustled around in this general for seven 
years. I then shifted my position to another 
store, in the same town, to become a buyer for 
the clothing department. I then came to 
Owosso, Mich., rented a store that the J. L. 
Hudson Company of Detroit had just retired 
from. Going on thirty-five years, I have been 
conducting a store that gradually developed 
into a department store. 

We Have Witnessed Vast Changes 

As to methods of merchandising, for the 
better, as to the disposition of the products 
of the country, a wonderful change has taken 
place from slow service to the systems of 
rapid selling and a quick delivering of the 
commodities dealt in by the merchants. Prices 
of these products, before the war were low, 
almost now to us after the war, unbelievable; 
since the beginning, during and after the con- 
clusion of the war, all products of the soil, 
manufactured goods of all kinds in this na- 
tion, also the whole world, have risen in price, 
twice, three and four times their pre-war 
value, which everyone, who has scanned the 
history of the past after-war conditions, have 
expected that there would be much higher 
prices and a very natural condition after a 
four years’ world war. 


We Have Witnessed 
within this space of forty-five years of sell- 
ing goods many merchants, large and small, 
come and go. The mercantile commercial 
tragedies have been numerous. In large num- 
bers we have beheld with our own eyes, and 
the history of the recorded disasters will in- 
form you of these men, toiling as drowning 
men for life that they might succeed, only to 
be engulfed in the quicksands of business 
95 per cent of the men who enter the mer- 
failure. It is said very conservatively that 
cantile business fail. The competitive con- 
ditions that exist prohibit the merchant from 
have been in business, I have never known of 
profiteering. In the forty-five years that ! 
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to put up prices. If merchandise is sold at 
any organization or combination of merchants 
too high a profit, the merchants will not re- 
main in business long; if he sells too low, he 
cannot stay in business. 


The Great Department Stores 


are like great armies, drawn up in battle line, 
with their commanders in chief, their gen- 
erals, their captains, lieutenants, in constant 
fighting line, and woe to the individual who 
carelessly enters the mercantile life and 
thinks that there is no real life and death 
struggle taking place. 


Your Attention 


was called, as retail merchants of this State 
and Nation, by the Chief Executive of this 
country, that the retailers were to blame for 
the high cost of living, and started an investi- 
gation. 

I Resent This Imputation 
with every ounce of blood that 
through my body. 

I know that I have not the ability, nor am I 
capable, of making a proper defense for the 
merchants of this State and Nation from this 
criminal libel and vicious insult. 

We all know that labor, which the mer- 
chants have to provide that they may serve 
their patrons, is around 60 per cent of the 
cost of doing business, also the other ex- 
penses that enter into the cost of an article, 
such as: Interest on capital, insurance, taxes, 
rent, advertising, freight, express, delivery, 
fuel, light, power, postage, telephone, tele- 
graph, water, interest and exchange, office 
supplies, parcel post, repairs and mainten- 
ance, sundry expense; these expenses are 
necessary that we may be able to be servants 
to the trade; unsound is the statement that 
leaves out these overhead expenses in quoting 
what a single article of merchandise cost. 

A auestionnaire starts out through the State 
and Nation to throw the blame of the high 
cost of living upon the shoulders of the re- 
tail merchants, in a bombastic way advertise 
it through the State by putting some clerk or 
business man upon the stand who has not 
carefully analyzed the situation, to be ques- 
tioned by some sharp attorney as to the costs 
of an article. I want to make this statement: 
Ido not think that any merchant knows the 
real cost of any piece of merchandise till he 
has taken an inventory of the year’s business 
and he has ascertained the whole amount of 
the overhead cost of the year’s transactions. 
Many events enter into the cost of merchan- 
dise that cannot be taken into account before 
the six months or yearly inventory is taken, 
Such as, unexpected losses, shoplifting, fire. 
poor accounts, dishonesty, depreciation, and 
at times, blackmail. The net profit of any 
given article is not large, after the full over- 
head cost has been taken into account, usually 
from 2 to 7 per cent on sales. 


The Trusts, 
i their security and supremacy over the 
Government itself, their control of raw ma- 
terial and the finished product, their vast re- 
Sources able to secure the most powerful legal 


courses 


talent, with the power to crush out the aspir- 
ations of any novice who may enter the field 
of their activities, who can raise or lower the 
price of their products at will, they throw the 
blame of the cost of high living upon the re- 
tailer. 

The lawyer secures a sheet of paper for a 
penny, writes a little, draws up a contract, 
deed, will or mortgage, charges the client 
from five to a thousand dollars. 

The physician purchases a few pills that 
cost, first hand, five to ten cents, charged the 
patient from two to ten dollars. 

The farmer buys ten bushels of potatoes for 
ten dollars, plants and harvests a hundred 
bushels, and receives at this date, two hun- 
dred and fifty dollars. 

Labor, who stands between the raw ma- 
terial and the finished product, receives 
higher wages than ever before. All assume 
that the retailer is the cause of the high 
cost of living. 

Labor, service, investment, skill, ability, 
risk, stand between the retailer and the con- 
sumer just the same as it stands between the 
lawyer and his sheet of paper, the doctor with 
his pills, the farmer with his potatoes, and 
labor with its raw material and finished prod- 
ucts. 

We all know that the lawyer must have 
ability and knowledge to transact his legal 
business, the doctor must be learned in his 
profession, the farmer, the investment, labor 
and risk, labor must receive a just compensa- 
tion for his toil. The underlying principles of 
transacting the affairs of this world are here 
to stay. Labor, investment, risk, service and 
ability, is the necessary foundation of our 
commercial life. 

The Real Causes 

for the high cost of living are many, but the 
retailers are the least to blame of anyone. 
The great amount of exports in food and mer- 
chandise with all the concurring afterwar per- 
plexities with which the manufacturing inter- 
ests and producers of the soil have to contend, 
with no firm hand at the head of this nation 
at a time when all the resources ought to be 
conserved and dealt with in a manner that 
would protect the vital interests of this coun- 
try. 

The extraordinary increase of wages of all 
classes of workers. 

Shortening the hours of labor adds a large 
percent to the the cost of all commodities. 

The raising of five billion of dollars yearly 
by income and excise taxes. 

Local taxes that have nearly doubled since 
the war. 

With a riot of extravagance in spending 
money that the world has never before ex- 
perienced. 

The retail price of merchandise, at this 
date, September 9, 1919, are in many cases, 
one-half the amount of the wholesale prices at 
the conclusion of our Civil War, 1864. 

The Proposed Price Maintenance Bill 
is one of the most pernicious pieces of class 
legislation ever proposed or brought before 
Congress, a law that will make stronger than 
ever the power of control of the prices of the 









commercial products of this nation 
great trusts and corporations. 


by the 


We Enter the Domain of Unknown and Un- 
discovered Difficulties 

and perplexities to the great majority of the 
general, ready-to-wear, and department stores 
of this country. It may be that the very larg- 
est department stores will receive a nominal 
benefit, being able to purchase the maximum 
amount and receiving the maximum discount, 
at the same time the retail price of the larger 
merchant may be no less than the smaller 
merchant who has purchased the smaller 
amount of goods and received the minimum 
discount, whatever the purchasing power of 
the individual merchant may be, many of 
these to be, resale maintenance price prod- 
ucts do not permit the merchant to secure a 
natural yearly overhead expense, therefore. 
he has to extract out of the non resale price 
maintenance profits, and as to the loss that 
he has incurred upon the maintained price 
products, so that he can average up the net 
profit of his yearly business. The only thing 
that will be accomplished by passing such a 
law will be to more firmly entrench the auto- 
cratic trusts and trust corporations in the con- 
trol of the business affairs of the Nation, 
which to-day they dominate, and are more 
powerful than the Government itself. 

Does anyone mean to say that the reduc- 
ing of the prices of merchandise is not a 
mighty good thing for the consumer? Is it 
possible that to-day, the great mass of con- 
sumers would not be greatly interested in 
some price cutting of some of the price-con- 
trolled food stored away in our large cities at 
the present time? This price control legisla- 
tion will make it possible that this regime of 
high prices will be continued until] there is a 
birth of Bolshevism that this nation cannot 
control. Freedom, individuality, personality, 
democracy, competition, is the one incentive 
that has, more than any other cause, built 
this Nation up to its high commercial stand- 
ing. 

The Competitive 

merchant must have complete control of. the 
price of the merchandise that he has bought 
and paid for. Price reduction has a legiti- 
mate standing in the selling of goods. It is 
the one thing of merit that puts real life and 
spirit into business. It enables the merchant 
to dispose of slow selling merchandise at the 
same time secure the cash for dead stock that 
enables him to more easily finance his busi- 
ness. 


Resale Maintenance Price Control is Unlawful 
and Is in Restraint of Trade. 

There is no inherent right of a manufac- 
turer retaining any future rights or control 
over merchandise that has been bought and 
paid for. The merchant receives a bill of 
sale, has the goods in his possession, keeps it 
insured, protects it from thieves, shoplifters, 
and the elements, cares for it, owns it as law- 
fully as any man who has bought a farm or 
home and receives a warranty deed for the 
The only claim that the man that sold 


same. 
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the farm or home would have, would be that 
he had secured a written contract making res- 
ervations in the future disposal of the prop- 
erty, the purchaser signing and agreeing that 
he will abide by the written stipulation. 


If the Manufacturer Has the Right to Enter 
the Domain of the 
retailer to fix the amount of profit that the 
retailer is to secure in the transaction of 
business, there is no just reason why the re- 
tailer should not have the same privilege of 
entering the realm of the manufacturer’s 
profits with the same amount of arbitrary and 
despotic methods, adjust, control, and fix the 
amount of the profits that the manufacturer 
is to receive; a mighty poor rule that won't 
work both ways. 
The Manufacturer 

is more firmly entrenched in the business 
world than in the past. He does not need the 
price protection besides our tariff, the retail 
merchant of to-day is a commercial gladiator, 
and woe to the nation when Congress will 
stifle this competitive spirit, against the great 
mass of the consuming people for the benefit 
of the few, over-riding the real interests of 
the public that a limited few may have by law 
a convenient arrangement to get rich quickly, 
at the same time take away the one price 
leveler left us that the consumer can depend 
upon as a protection. 

The Resale Price 
makes of the merchant a 
no individuality or personality. You never 
heard of a slot machine selling a superior 
article at a lower price. It makes of the 
merchant an automation, a machine with a 
button for a hand and a grasping paw that 
will rake in the sheckles for the manufacturer, 
and the machine that just does the labor for 
practically nothing, as you all know that a 
trust or corporation that is protected by 
law, are the parties who secure the wealth, 
and the retailer who vends this resale main- 
tenance price has a hard time to make ends 
meet. 


Maintenance 
slot machine with 


The Government 
has no right to step in and fix the amount of 
profit of an article sold by the retailer, unless 
it as the same time adjusts with the same care 
the amount of profit that the manufacturer 
will receive. 
If This Law Is Passed 

the retailer holds only the position of a slave 
to the manufacturer. He is tied hand and 
foot. He would be bound by a law that has 
not the merit of justice and freedom; a manu- 
facturer may take any one of the most com- 
mon products produced, concoct up some new 
name. thoroughly advertise it. and secure to 
the manufacturer an inordinate profit. 


The Only Lawful Way 


to maintain the resale price of any given 
article is for the manufacturer to secure 2 
written contract from the retailer that he 


will sell at a certain price the article named in 
the agreement, and that he will not sell at 4 
lower price. 
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PHILADELPHIA PUTS ONE OVER 
ON BALTIMORE 








EDMUND W. WINCHESTER 


R. EDMUND W. WINCHESTER, Manager of the Credit Exchange of the 

Retail Merchants Bureau of the Merchants and Manufacturers Association of 
Baltimore, has been appointed Secretary of the Retail Merchants Bureau, and in 
charge of the Credit Bureau, of the Chamber of Commerce of Philadelphia, Pa., 
effective December 1, 1919. 

Mr. Winchester is an expert on Buteau and Agency Work, and is familiar with 
the systems in use in the largest cities of the country. In 1917 he organized the 
Bureau in Baltimore, and has since been in charge of the operation of the same. 
Today Baltimore has only one medium through which individual credit information 
may be obtained, and that is the Bureau. A Board of Governors consisting of the 
Credit Managers of retail stores dictate the policies of the Bureau and fix the rates. 

Mr. Winchester stands well with the credit men of Baltimore, and is Secretary of 
the Credit Men’s Club. He is a great booster for the National Association, being 
Chairman of the Membership Committee for Maryland. President Blackstone, while 
in Baltimore November 18th, arranged with Secretary Woodlock and State Chairman 
for Pennsylvania, McConnell, of Pittsburgh, Pa., for Mr. Winchester’s appointment 
as Chairman of the Membership Committee of Philadelphia. Those who know Mr. 
Winchester say “look out for a strong delegation from Philadelphia to the convention 
in Detroit next year.” 

We’re with you Winchester—go to it. Remember: Prompt Pay—Good Credit— 
Good Service—10,000 members this year. 
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Cigars for Credit Men 


Mild and fragrant, the cares of the day vanish 
with their smoke 


SOMETHING SPECIAL FOR THE MAN 
WHO APPRECIATES A GOOD SMOKE 








These Days You Pay Eight Cents for the Former “Nickel’’ 
Cigar—Why Not Pay Ten Cents for a Better One Than 
They Retail for Fifteen or Twenty Cents? 


We can do it because we sell direct from ‘The 
Bench to the Smoker’’ 


No Retailer’s Profit No Commissions 
No Expensive Bands No Fancy Labels 


THE VALUE IS ALL IN THE CIGAR 


and the price the same for 25 or 10,000 


O'CONNELL’S SPECIAL 


Packed in Cedar Boxes, Shipped Direct Anywhere 
Without Additional Charge for Packing 


Box of 25 _..$ 2.50 
Box of 50 . 5.00 
Box of 100 


















10.00 


ORDER CHRISTMAS CIGARS NOW 


We will send direct, enclosing your card 








If you are a member of the R. C. M. N. A. 
your credit is good with us 


O'CONNELL CIGAR CO. 


MANUFACTURERS 
WEBSTER GROVES, MO. 


For thirty years making Good Cigars 
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EDITORIAL 


MERRY 
CHRISTMAS 

The Officers and Directors of the Retail 
Credit Men’s National Association wish each 
and every member a Merry Christmas—It’s 
an old, old greeting, but, filled with a spirit of 
Brotherly Love found in no other. 





THE PEACE TREATY 

It is not a theory that confronts us but a 
condition and we must look that condition 
squarely in the face. We can not reject the 
Versailes treaty and hope to advance with the 
world leagues, but, the United States outside 
the door—We must keep step with the world 
or else fall back. If the Senate conscien- 
tiously believes the treaty needs reservations 
to safeguard our interests—let’s put them 
through. But if it is simply playing politics 
or because of personal animosity; offended 
vanity, pride, or partisanship, willing to toss 
aside the welfare of the world, it is time the 
people took a hand. We eventually must sign 
the treaty—-let’s do it now and have it over 
with. 





THE SCUM OF THE EARTH 

Credit Men, to be practical men, must keep 
in touch with modern problems—must be 
men of the strongest moral fiber, men of 
character in the highest sense of the word— 
Real Red Blooded American Men. 

Every day we read of Bolshevism, Anarchy, 
Socialism, endeavoring to eat its way into our 
Social, Industrial and Economic life—Let’s 
stand for Law and Order—Let’s uphold the 
hands of those who will force this ‘‘scum of 
the earth’”’ out of existence or send men who 
preach these doctrines back where they come 
from. There is no room for them in America. 





ONE GOOD 
TURN DESERVES 
ANOTHER 

The advertisers in this magazine are help- 
ing us by placing their advertisements on our 
pages. Credit Men should show, their ap- 
preciation by giving these firms consideration 
when the occasion presents itself and always 
mention you saw the Ad in the Credit World. 





A BUSINESS ADMINISTRATION 

It is not our policy to talk politics, but, the 
manner in which the Government has handled 
such important questions as Labor Troubles, 
Strikes, Wages, High Cost of Living, etc., to- 
gether with the time wasted in political jock- 
eying of the Peace Treaty, to say nothing of 
the state of unrest by having one Federal 
Judge rule “yes’’ and another “no” on the 
constitutionality of the Dry Law, makes us 
feel we need a few Real Business Men in 
Washingon, regardless of party. Our Govern- 
ment should be run along the latest improved, 
most efficient business lines. 


PROMPT 
PAYMENT 

If you are one of the Credit Men who does 
not stand squarely back of your terms of sale 
and make your customers understand they 
must live up to them, you are not co-operat- 
ing and need a little nerve tonic. Don’t think 
you will lose trade. It has been proven time 
and time again that the retail trade thinks 
more of a firm that states plainly their terms 
and insists upon prompt payment. If all our 
members would “Stand Pat,’’ there would be 
no abuse of terms. The public would know 
what to expect—but, because some weak- 
kneed Credit Man is afraid of offending the 
customer by asking for his money when due, 
that customer takes 90 days or more and ex- 
pects to do the same at other stores. She also 
tells her friends and neighbors, and so it 
goes, and your Terms are not Yours but the 
customers. 





CONGRESS 


Confronted with the most important domes- 
tic problems the Sixty-sixth Congress meets 
this month without the confidence of the 
people either in its sincerity or its ability to 
handle . these matters in a_ statesmanlike 
manner. 

It is hardly possible to over estimate the 
psychological value of an early demonstration 
by Congress that it means business. The 
Country, perplexed, harrassed and torn by 
industrial strife, needs a powerful governing 
body—one that can rise above partisanship 
and personal feelings to a clear conception of 
public duty. government that will not 
quibble. One that is fair to Capital and Labor 
alike, but, firm and active also. Can the Sixty- 
sixth Congress meet the requirements? 





STRIKES 


The great, crying need of the hour is pro- 
duction — greater production! Industrial 
unrest and high living costs cannot be reme- 
died save through the common effort toward 
increased production. Therein lies the remedy 
for the present state of unrest. 

Every strike, however trivial, impedes our 


progress toward that common goal. The 
radical agitators that are gnawing at the 
foundations of our industrial structure can 


only be combatted by square-jawed, two-fisted 
Americanism. What more certain way can 
they be defeated than by every worker faith- 
fully fulfilling his contract by remaining at 
his task and arbitrating any differences he may 
have with his employer? Therein is the most 
convincing answer that can be made to those 
who seek to destroy the principles upon which 
our Conutry is founded. There is no room in 
America for Bolshevism—we do not do things 
that way here. 





SHOULD BE 
A GOOD CREDIT RISK 

Mary Pickford testified in New York her 
salary was $1,080,000 a year. 
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EDITORIAL 


A GOOD THOUGHT 


“Every man owes some of his time to the 
upbuilding of the profession to which he be- 
longs.”—Theodore Roosevelt. 


THINK 


Just think what it would mean if each mem- 
ber would send in a new member before 
January first. We could start the new year 
with 12,000. This is meant for you—not the 
other fellow. 


SOME TEAM WORK 


The New York Association have sent over 
400 letters to Retail Concerns between 23rd 
and 59th Street, east and west of Fifth Ave., 


and are following them up with personal 
calls. Look out, Memphis, Connolly will get 
you yet. 


DEFEATING JUSTICE 

On the Bad Check Page of this issue, you 
will find an account of the capture and escape 
of Frank Perkins, of Chicago. This is a 
sample of how clever crooks defeat the ends 
of Justice and remain at large. Here is a man 
who was wanted in nine cities, with Local Re- 
tail Credit Men’s organization. Had his grip 
full of blank checks, which he admitted having 
printed for the purpose of obtaining money. 
Yet, he is let out on $1,000.00 bond signed by 
his attorney, whom he never saw before his 
arrest. He jumps the bond and is again ready 
for work. After the hard work of Mr. Nelson 
and his bad check committee and the time 
and money spent by the National Secretary 
in securing evidence against this man it cer- 
tainly is. very discouraging. 


A CHRISTMAS PRESENT 
FOR WOUDLOCK 


The editor suggests our members send the 
National Secretary a Christmas present in the 
shape of one new member from each. 
It would make him happy. 


Gee! 


Credit Men, are you live to the fact that your 
employer entrusts with you his capital in- 
vested; that you lend same out without col- 
lateral; that upon your jud~ment depends his 
success? Are you taking advantage of every 
opportunity offered to make yourself a better 
Credit Man? 


Remember this Association is just what its 
members make it. Help build up by sending in 
a new member. Also keep the Secretary in 
touch with local conditions in your city. Your 
efforts will come back to you in service. 


THE WORD “GENTLEMAN” IS DEFINED 
IN THIS WAY: 


A man who is clean, both outside and inside; 
who neither looks up to the rich nor down to 
the poor; who can lose without squealing and 
win without bragging; who is considerate of 
women, children and old people; who is too 
brave to lie, too generous to cheat, and who 
takes his share of the world and lets other 
people have theirs —Anonymous. 


LOYALTY. 

Have faith in your organization. If there is 
anything wrong, take it up with those who can 
make it right. 

Criticize when things go wrong, but make 
your criticism constructive—and criticise your- 
self sometimes. 

Give due praise where it belongs. 

Be enthusiastic; it is contagious and 
derfully worth while 

Do not be misled by dislikes, acid ruins the 
finest fabrics. 

We are going up the ladder of success in 
big strides and you will get more pleasure out 
of the climb if you start now and work with 
the rest. 

Boost for the National Association. 


won- 


“Be a live wire and you won’t be stepped on. 
It is only the dead ones that are used for 
door mats.” 

It is team work that counts, whether it is 
pulling a load up hill or selling an order to a 
customer. Two men may work side by side 
and yet not work together. The one is indi- 
vidual effort—the other is team work. Watch 


a pair of horses who do not pull together 
and see how difficult they make their job. 
Team work succeeds ten times where the in- 


dividual work wins once. Be a team worker. 





PROFIT AND LOSS. 
Tune—"The Old Oaken Bucket.” 


How dear to our hearts 

Are the scenes of our office, 
When on arriving 

A big mail is in view. 

The Ledgers and Cash books, 
And all of the papers 

Are all in a muddle 

And your feeling—blue. 


Your Stenographer’s left 
Your Bookkeeper’s missing, 
Your Trial Balance’s out, 
And Collections are few, 
More bad news coming, 
The Boss has me running. 
Bills to be paid 
And the rent overdue. 
Chorus 
The old P & L Ledger, 
The canvas Bound Ledger 
With accounts overdue 
That Lays in the Desk. 

















THE CREDIT 


WORLD 11 





A CREDIT MAN WHO MADE GOOD 


There is scarcely an important locality in 
the United States where some native of Cape 
Cod is not to be found playing an active part 
in the affairs of his community. The former 
sons of the Cape are never content to live 
without leaving an imprint of their character 
upon their adopted towns, and hundreds of 
them are to be found in leading positions 
throughout the land. 


Providence, R. I., is no exception to the 
rule, for here we find William F. Sears, for- 
merly of Hadwich, as one of its foremost cit- 
izens and playing a most important part in 
its public affairs. 

As manager of the Providence Food Fair 
he has established an enviable record and has 
always been prominent in the civic affairs of 
his city, having been a councilman for twelve 
years. In that office he has led many reforms 
and accomplished much that has been for the 
benefit of the city of Providence. 


Mr. Sears got his early education and busi- 
ness training upon Cape Cod. At the age of 
10 we find him in business for himself as pro- 
prietor of a store in South Harwich. This 
business grew through his skillful manage- 
ment until he had one of the finest stores 
upon Cape Cod. When the village of South 
Harwich was burned by a forest fire in Sep- 
tember, 1899, he decided to remove to Prov- 
idence, where he established the Rhode Island 
Biscuit Company which he successfully man- 
aged for a number of years, leaving it to hbe- 
come connected with the Shepard Company, 
of which he is now credit manager. 


He also commenced his political career on 
the Cape. While in Harwich he was a mem- 
ber of the Republican Town Committee, a del- 
egate to political conventions, a member of 
the school committee and town auditor. 


He has been as successful in his social ca- 
reer as he has been in business. He is a 
prominent lodge man, getting his start in fra- 
ternal organizations by being one of the char- 
ter members of Exchange Lodge, !. O. O. F., 
of Harwich and its first Noble Grand. 


Mr. Sears was married in 1888 to Miss 
Minnie R. Harward of Dennis and has two 
daughters who have completed their educa- 
tion by graduating with honors from Brown 
University. 

While a resident of the Cape he was an 
enthusiastic baseball player and, with his 
brother, Benjamin F. Sears, who now con- 
ducts a store in Cotuit, was a member of the 
original Harwich baseball team which had 
quite a local reputation. 

Mr. Sears visits Harwich frequently and 
still maintains his interest in the town to 
which he removed from Brewster when a boy 
and where he saw the dawn of his useful and 
Successful career. In 1905 he was instru- 
mental in securing Governor Utter of Rhode 
Island as one of the speakers at the Harwich 
Old Home Week celebration, accompanying 
him upon that occasion and renewing many 
old friendships. 


READ THIS THEN CHANGE THE “LIMITS” 
ON YOUR ACCOUNTS 
The fellow who worked for a dollar a year 
No longer appears to be in it; 
The Knight of the pick and the shovel we hear 
Is getting a dollar a minute. 


The fellow who lives by the sweat of hs brain 
Is wearing a patch on his britches, 
While old Casey Jones, who is pulling the 
train, 
Is rolling in fabulous riches. 


The women and men who are teaching in 
schools 
Are asking in vain for increases; 
While many who work with mechanical tools 
Are making a piker of Croesus. 


The bird who can name every star in the sky 
Is getting a beggarly pittance; 
While from his employer some bone-headed 
guy 
Is drawing a princely remittance. 


The laborer goes to the bank with his chink 
And up to the window he braces; 
While the teller who counts the mazuma, we 
think, 
With him would be glad to change places. 


While workmen of skill and the laboring clan 
We view with profound admiration, 
For services rendered the white collar man 
Should get a more just compensation. 
-L. C. DAVIS. 


MERCHANTS MUST WORK FOR CREDIT 
EDUCATION, SAYS COL. BLACKSTONE 


Retail merchants have a great chance 
throughout the United States, in the opinion 
of Col. Franklin Blackstone, president of the 
Retail Credit Men’s National Association, i* 
they co-operate on the lines of credit educa- 
tion. He indicated that this is one of the 
things at least he is going to advocate, with 
emphasis, however, on the slogan enunciated 
at the St. Paul convention “Prompt pay: good 
credit and good service.”’ 

“Our times to-day call for different prac- 
tices than the time when old line credits were 
arranged years ago,’ said Col. Blackstone. 
“Then the limits were stipulated and many 
are working on those limits to-day and under 
existing conditions these limits can hardly 
help but be exceeded. 

‘Merchants as a whole believe in big sales 
while the credit man believes in big sales 
within the limits of terms. These principles 
while closely allied are sometimes divergent 
and unless there is co-operation between the 
merchant, the credit man and customers, there 
is liable to be some misunderstandings caused 
by our selling, overbuying and slowness of 
payment. 


Must Strike Medium 
“To strike the happy medium on this prob- 
lem requires tact, diplomacy, salesmanship 
and a careful collection policy.’ 
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MALONE NOW SECRETARY-TREASURER 


OF BRANDEIS’ 

E. J. Malone has been appointed secretary- 
treasurer of the Brandeis Stores to succeed 
George Malchein, who is retiring after 30 
years’ service. 

Mr. Malone has been credit manager of the 
Brandeis Stores for five years. Before this, 
he was office manager for Hayden Bros. 

He is well known to our members as he is 
always present at the national conventions. 





TO GIVE 5 PER CENT DISCOUNT TO 
EARLY MORNING SHOPPERS 

Announcement has been made by the John 
Shillito Co., of Cincinnati, that for the month 
of November, they will give a 5 per cent al- 
lowance on all purchases over $1 made be- 
tween 8:30 and 12 o’clock noon. 

The store states that business will be so 
large between now and Christmas that it will 
tax all their efforts to handle it, and that in 
order to better handle this trade, they are 
making this inducement to early morning 
shopping. 

This applies to all merchandise except that 
in the bargain basement. 





J. M. CONNELLY OF NEW YORK SAYS 


KEEP BOOKS BY MACHINERY 

“There can be no doubt in the minds of 
credit men of the necessity of keeping our re- 
tail accounts by bookkeeping machines. 

“T could go on indefinitely stating the many 
advantages where accounts are kept in this 
way, but as I am confined to a few minutes’ 
discussion on the subject, I will touch but 
briefly on some of the main features of keep- 
ing retail accounts by bookkeeping machines. 

Can Get Out Statement Early. 

“Its relation to the credit department is 
such that it is not conceivable that any pro- 
gressive merchant would be without book- 
keeping machines in his credit department. 
Can any credit man overlook the tremendous 
advantage of getting his accounts out on the 
first of the month? Statements in the hands 
of customers certainly make for better col- 
lections, and save time and money for the 
credit department. Is this not sufficient rea- 
son for the installation of the bookkeeping 
machine if there were no other advantages to 
be gained? However, there are many, such 
as the prefect proof of posting, and that much 
sought for trial balance at the end of the 
month, which has been the cause of wrecking 
many dispositions. Another feature in which 
we are all interested, the giving of ledger in- 
formation—the time saved and the accuracy 
in which we can give our fellow credit man up 
to-the-minute information from our ledgers. 
because they are posted daily, and show the 
balances and pay habits at once. 

“We may take into consideration, at this 
time, the many economies to be derived, for 
instance, overtime. This evil has been prac- 
tically eliminated. It is a known fact that 
under the old method of keeping books by pen 
and ink, that it was unnecessary to have a 
ledger clerk. 





W. T. SPEAR CRITICIZES TOO LENIENT 
LAWS—JAMES A. FORTUNES TALKS 
ON RETURN OF MERCHANDISE 

Pittsburgh, Nov. 21.—Following the dis- 
cussion about Pittsburgh’s society women 
who were trying to return their silks and furs, 
the Retail Credit Men’s Association listened 
to talks by James A. Fortune, adjuster for 
McCreedy & Co., on the subject of ‘Parcel 
Post Insurance and the Return of Merchan- 
dise Evil,’’ and by W. T. Spear, adjuster for 
Jos. Home Co., on ‘Prosecuting the Bad 
Check Operator.” 

Mr. Fortune said ‘Think of one firm hav- 
ing increased its business from $250,000 to 
$1,500,000 because of having discontinued 
the return of merchandise. Personally I 
would like to see that the credit men have a 
place in this association for the adjusters, for 
I am sure they will get much closer as a result 
of this move. 

“As for the claims made on the various 
stores for adjustments on merchandise 
bought, I believe fully 90 per cent of all of 
them are unjust. There are naturally some 
just claims, but the majority of them are not 
and the hardest kickers are those who are 
pressed most for the payment of their bills. 
A certain class of customers are continually 
returning merchandise and cause no end of 
expense to the stores where they deal and 
they return it in most instances, because they 
simply make a practice of using things at the 
expense of the stores where they obtain the 
credit.”’ 

Mr. W. T. Spear said in his talk that be- 
cause of the recent state legislation making it 
a criminal offense to pass a bad check, the 
number offered have been materially reduced, 
hut they still come along with regularity. 

Mr. Spear contended that persons who de- 
frauded the merchants in this way should be 
punished to the limit and said one of the 
greatest dangers at the present time is the 
parole system used by the courts. He be- 
lieved that too many persons are paroled. 

In discussing the postal insurance matter 
it was brought out that some concerns not 
only insure with the Government but also 
take out private insurance, particularly where 
the packages are valued above $10. It de- 
veloped, however, that the Government is 
very slow making adjustments and that at 
the present time claims are unpaid for the 
reason that the 1919 appropriation for that 
purpose has been exhausted. 





NEW COUNTERFEIT 
$20 Federal Reserve Note 


On the Federal Reserve Bank of New York 
check letter ‘“‘G’’; face plate number either 100 
or 109; Carter Glass, Secretary of the Treasury; 
John Burke, Treasurer of the United States; por- 
trait of Cleveland. 





Character is higher than intellect. A great 
soul will be strong to live as well as to think. — 
Emerson. 
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TRY TO RETURN 6 COATS BOUGHT FOR 
ROYAL VISIT 


Well-Known Women Want Fur Garments 
Taken Back After Function. 


Six well known Pittsburgh women who ob- 
tained expensive fur coats to attend a public 
function given in honor of King Albert and 
Queen Elizabeth of Belgium, during their re- 
cent visit here and had them charged to their 
account and then endeavored to return them 
after they had been worn and receive credit 
for them, as if never owned, failed, it was ex- 
plained to the members of the Retail Credit 
Men’s Association at their meeting. There 
was a discussion of ‘“‘Return of Merchandise”’ 
and how some persons endeavor to do ques- 
tionable things. The women were compelled 
to keep the coats. 

The number of directors was increased to 
15, three new directors as follows being added 
to the board: A. Lichtenbaugh, J. A. Brown 
and Miss L. Graham for one, two and three 
years respectively. The speakers and sub- 
jects were W. T. Spear, ‘Prosecuting Bad 
Check Operators,’’ and James A. Fortune, 
“Parcel Post Insurance.”’ 

About a dozen women members present 
voted against the proposition to change the 
name of the association by dropping the word 
““Men’s.’” The vote of the women defeated it, 
they asserting they did not mind the mascu- 
line name. President J. H. Zelch presided. 





STARTLING NEWS 


Mr. J. C. Rayson, the genial and efficient 
secretary of the Tulsa Association, put one 
over on the bunch when, after getting us all 
very much interested in a lot of bad checks, 
he and Miss Nell Wells slipped off to Bartles- 
ville and were married. 

He and his bride have the hearty well 
wishes of our National Association. 





LOAN COMPANY RECORDS SHOW HON- 
ESTY OF WAGE EARNER. 


Striking proof of the honesty of the average 
wage earner is contained in a statement is- 
sued by the Industrial Loan Co., St. Louis, 
popularly known as ‘“‘the poor man’s bank,” 
showing that during the first four years after 
the establishment of the company, in Jan- 
uary,1913, it loaned $2,660,447,of which only 
$2418 remains unpaid. This is less than one- 
tenth of one per cent. Total loans up to Oc- 
tober 31 last were $6,585,141.72. 

No collateral is pledged on such loans, vir- 
tually all of which are made on wage earners. 
The only security is the signatures of the bor- 
rower and two other persons, and in case the 
borrower dies before the loan matures, it is 
automatically cancelled. The rate of interest 
is 8 per cent a year. 

The bank is one of the “Morris plan,” of 
which there are 103 throughout the country. 
Arthur A. Blumeyer, the president of the local 
bank, says that the 103 loaned $40,000,000 in 
the 12 months ending October 30. 


“NOT WHAT THEY HAVE, BUT WHAT 
THEY DO,” IS CREDIT MAN’S TEST 


Upon This Principle, Associated Retail Credit 
Men is Founded, Says J. B. Auerbach. 
Plan Short Decisive Membership Drive. 


A sense of obligation is a better foundation 
for retail credit than a condition of financial 
responsibility, says J. B. Auerbach, credit 
manager from Bloomingdale Brothers, and 
vice president of the Associated Retail Credit 
Men of New York. 

“It is not how much money you have but 
how you treat your obligations, that the mod- 
ern credit man considers in connection with 
your account,” said Mr. Auerbach. ‘‘We are 
guided largely by the Biblical quotation: ‘‘Not 
by what they have shall you know them, but 
by what they do.”’ 

“Upon this principle rests the usefulness of 
the association of retail credit men. The 
primary purpose of such an organization is to 
enable its members to tell one another about 
the credit habits of their mutual customers. 


Open Books to One Another. 

“The retail credit men have found it neces- 
sary and practicable to open their books to 
one another and exchange ledger experience, 
so that each may be forwarned when a new 
account has dangerous antecedents, or an old 
one shows signs of departure from the 
straight and narrow path. 


“The knowledge that the retail credit men 
of the city are co-operating closely and keep 
each other informed regarding the status of 
charge account customers, has a strong in- 
fluence upon many customers, who might be 
more or less indifferent toward their obliga- 
tions to any one store. The effect that this 
has upon customers has been tested by me in 
a number of cases with very satisfactory re- 
sults. Sometimes, when an account begins to 
show signs of wavering I write out a report 
on the standing of the account, and address it 
to the association officers, but, instead of mail- 
ing it there, I mail it, ostensibly in error, to 
the customer. The effect of such a notice is 
remarkable, in most cases.’’ 


The Membership Committee of the Asso- 
ciated Retail Credit Men, is planning a short, 
decisive drive upon the list of non-members 
who are being canvassed to join the associa- 
tion. All those who have not yet responded to 
invitations to join, will be divided up among 
the members of the committee, each of whom 
will personally call up the credit men or mer- 
chants assigned to him and attempt to per- 
suade him to become a member. 





BRANDEIS’ STORE HAS NEW OREDIT 
MANAGER 


Thomas R. Allen has been appointed credit 
manager of J. L. Brandeis & Sons, to succeed 
E. J. Malone, who became secretary-treasurer 
of the store, when George Malchien retired. 
Mr. Allen has been in the auditing department 
several years. 
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DO YOU REALIZE YOUR MISTAKES OR 


DO YOU REALIZE ON THEM? 


E. B. Heller, President Associated Retail 
Credit Men, St. Louis 


Most men do not like to admit that they 
have made a mistake; and yet, a mistake is 
one of our greatest assets. To this extent: it 
educates us for the future. To a certain de- 
gree, it hardens us in a business way, makes 
us more scrutinous—more exacting—more 
careful and more progressive. 


‘Mistakes are absolutely necessary for per- 
sonal progress—individual growth and com- 
mercial conquest.” This is particularly true 
if we do not allow ourselves to worry over 
past mistakes, but use them as an armor to 
face the future. ’Tis rightly said: ‘“‘The man 
who never makes a mistake is a man who is 
standing still.””. To be progressive—to forge 
ahead—to be a leader, one wil] at some time 
or other suffer a lapse of judgment and err. 
But that man is doing things. He is not a 
follower—he is a leader. He is a pathfinder 

-he is showing the way to the other fellow 
who fears making a mistake. The follower 
may not make the mistakes of the leader, nor 
will he ever be near enough to the leader to 
be classed as a competitor, nor will he ever do 
things that will be to any great extent a profit 
to himself or his associates. 

I once heard this little bit of repartee, and 
it emphasizes the above: An amateur ma- 
gician was performing some tricks in magic, 
when one of the spectators, a lady, remarked: 
“T want to be behind you. The amateur re- 
plied: ‘‘You are behind me—a long way be- 
hind.’’ This lady made the mistake of talk- 
ing out of her turn. If she will profit by this 
mistake, the next time she witnesses the per- 
formance of a magician she will keep her eyes 
glued upon his fingers and her mouth closed. 
You know we gain a fund of knowledge by 
talking less and seeing more. And so it is 
with the man who never made a mistake—he 
is a long way behind. 

Worrying over the mistakes of yesterday is 
like roaming through a cemetery raking over 
the bones of those who have gone forever. A 
mistake is only a skeleton of what was. The 
more you think about it, the more you worry, 
and worry only produces a morose condition, 
which unfits a man for business. 


A mistake emphasizes WHAT WE MIGHT 
HAVE DONE. So, after having made a mis- 
take, it stands to reason that it is only plaus- 
able to do THAT WHICH WE MIGHT HAVE 
DONE. 


Samuel Smiles says: ‘We learn wisdom 
from failure much more than from success; 
w? often discover what will do by finding out 
WHAT WILL NOT DO; and probably he who 
never make a mistake never made a discov- 
ery.”’ 


Horn Tooke used to say of his studies in 
intellectual philosphy that he had become 
all the better acquainted with the country 








through having had the good luck sometimes 
to lose his way. 

Burns says: “To step aside is human.” 
Active, energetic men—men who possess the 
initiative, often step aside. Stepping aside is 
the mistake. But mark you, they do not, for 
any great period of time, remain in the wrong 
path. They step right back into the right 
path and are stronger and more capable men 
for having “‘lost their way.’’ And Cicero says: 
‘Any man may make a mistake, but only a 
fool will continue in it.’’ That solves the 
whole perplexing problem. The man who 
makes a mistake and becomes discouraged 
loses faith and exclaims: ‘‘Luck is all against 
me,’’ is eternally lost. As soon as you dis- 
cover your mistake you at once see what you 
should have done. The logical thing then is 
to profit by the mistake—don’t make the same 
mistake again, but do it as it should have been 
done. 





BOSTON CREDIT MEN DISCUSS TELE- 
PHONE METHOD OF COLLECTION 
Committee Appointed to Canvass Members. 
“Pay Your Bills’ Campaign May Also be 
Started—Blandford Makes Address. 

Boston, Oct. 16.—Plans to collect all bills 
by telephone and to start a campaign of ‘‘pay 
your bills,’”’ were discussed last night at a 
meeting of the Retail Credit Men’s Associa- 
tion of Boston at the City Club, at which dele- 
gates to the national convention in St. Paul 
told of the success of both innovations in 
Western cities. 

President William Browne of C. F. Hovey 
Co., presided and introduced as speakers Sec- 
retary W. J. Starr, Edward Manahan, of Man- 
ahan, Inc., L. F. McMahon, of William Filene’s 
Sons Co., Edwin Ray, of the Paine Furniture 
Co., C. H. Pritchett, of Jordan Marsh Co., W. 
S. Radway, Credit Reporting Co., and Sidney 
F. Blandford, past president of the national 
association, who presided at the St. Paul con- 
vention. 

The success of notifying customers by tele- 
phone of bills due and eliminating the per- 
sonal collector, and the campaign of “pay 
your bills’’ was described by several speakers, 
who said the new business methods in effect 
with Western merchants had resulted in the 
collection of more than 85 per cent of out- 
standing bills, while the income previously 
had been much less. 

WICHITA RETAIL DEALERS 
GANIZATION 

Wichita, Kas., Nov. 10.—An association of 
retail merchants of Wichita was formed this 
week at the Wichita Club to handle retail 
problems which continually confront local 
merchants. The association will become a 
branch of the Board of Commerce and will 
have a paid secretary to conduct investiga- 
tions, work out new plans and advise the indi- 
vidual merchants on any point they may de- 
sire. 

The following officers were elected: 
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Hinkel, president; Harry Helmple. vice presi- 
dent, and Robert McVicar, treasurer. 
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QUESTIONS RETAIL CREDIT MAN MUST CONSIDER 
IN “OPENING THE ACCOUNT” 


The Name Presents a Host of Considerations—Residence, Age, Business and Personal Im- 
pressions Are Suggestive Items. 








By F. W. Walter, Credit Manager of Gimbel Brothers, N. Y. 


(Courtesy of Women’s Wear.) 


Through the enterprising activities of your 
Editorial Committee there has been assigned 
to me for discussion this evening the subject, 
“Opening the Account.’’ I consider it not 
only a pleasure, but a privilege to be the first 
one called upon in this series of discussions, 
and consider to-night’s subject as a particu- 
larly fortuitous one and an occasion for es- 
tablishing a precedent, if you will, for the fol- 
lowing speakers to live up to. 

I consider it also very timely that your as- 
sociation is undertaking the discussion of 
matters so vitally interesting and important 
to credit grantors in retail business and can- 
not help but feel that a general participation 
of all members present in the general talk 
and discussion which will result after the 
original presentation of the subject, cannot 
be but of tremendous value and inspiration to 
all. 

These topics, coming as they do in serial 
form, one for each month for the next twelve 
months, can well be considered so many chap- 
ters in the book which this association is go- 
ing to write and contribute to the literature 
of retail credit granting and it is with that 
thought in mind that I have approached my 
subject. 

When you consider that we are to discuss 
to-night the opening of an account your com- 
mittee did not tip you off to the fact that 
there are six different kinds of accounts to be 
discussed and for that reason you can readily 
appreciate that the best that I can do would 
be to present a detailed summary of the entire 
proposition, as it would be quite out of the 
question to go into details which might per- 
haps really be necessary to do justice to the 
subject. 


Kind of Information Needed. 


However, assuming for the moment that 
the credit manager is going to personally 
handle every one of the cases described later, 
there will come to him customers of all sorts 
and he must have definite information cover- 
ing the following essential points: 

Full name. 
Residence. 

Age. 

Business. 

Business address. 
Bank. 

Reference. 
Signature. 

Personal impression. 

These points are divided and considered in- 
dividually in the following groups: 


he ne 


Personal Accounts—(a) Regular accounts, 
(b) deferred payment accounts, (c) install- 
ment accounts. 

Business Accounts—(a) Business or firm 
accounts, (b) hotel accounts, (c) contract or 
Government accounts, (d) dressmakers and 
other accounts. 

The analysis of the nine essential points 
mentioned above will not be discussed indi- 
vidually. 

1. Full Name. 

It seems to be quite unnecessary to explain 
why it is necessary to have the customer’s full 
name or at any rate, the full first name. In 
spite of this obvious requirement, applications 
are made out as “‘A. B. Jones,”’ or “‘A. Smith,” 
or something of that sort, with the result that 
this particular name can be readily confused 
with a thousand others and this confusion re- 
sults very frequently not only in embarrass- 
ment, but in loss as well. 

There are those of us who have a prejudice 
against names ‘“‘parted in the middle,’”’ as for 
example, “G. Fauntleroy Browne.”’ Just why 
this should be the occasion of prejudice I do 
not know and it may be only a coincidence 
that any individuals that I have met who 
have spelled their names this way have been 
as peculiar as their names. 

“What's in a Name?” 

The nationality of a person expressed in 
their name, is also of importance to the credit 
grantor. Changes of name authorized by the 
court, or sometimes made by the individual 
himself, come in for close scrutiny. It is for 
this reason that the full name should be had 
under every circumstance and that initials 
alone are not to be accepted. 

The full name also will indicate whether 
the account is to be in the name of the hus- 
band or the wife. Inasmuch as your expe- 
rience shows you that the large majority of 
accounts opened on your books are opened 
on the strength of the husband’s credit and 
then only for necessaries and clothing, accord- 
ing to the scale of living which might be ex- 
pected from your prospective customer, great 
care must be taken to have the husband’s full 
name. 

2. Residence. 


Here again we must have the complete local 
address. If the applicant is a new-comer to 
town, or a temporary visitor, it is wise to ob- 
tain the full home address and also the tem- 
porary address while stopping in the city. In 
addition to this, some idea should be had as to 
the probable length of stay that the customer 
is going to make in town, so that if any ques- 
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tion arises regarding any transaction what- 
ever on the account, it will be possible for 
the credit office to get in touch with the cus- 
tomer with the least possible delay. 

Right here let me say that some of these 
remarks are so obviously self-evident as to 
almost make it unnecessary to mention them, 
but time and time again our applications are 
lacking in just these essential matters. Cus- 
tomers move from one city to another, give 
other stores as reference who are not ac- 
quainted with the last address of the cus- 
tomer and the reply comes back ‘‘no account.” 
Customers stopping temporarily in the cityata 
hotel sometimes neglect to state that they are 
buying goods to be sent to the hotel, and it 
is always an eleventh hour delivery which 
makes you wish that your assistant had only 
kept his wits about him and got this little bit 
of information. 


3. Age. 


If any doubt exists as to the legal age of 
the applicant, of course you will make direct 
inquiry along this line; if a minor, consent of 
the parents or written guarantee from them 
or from some other responsible person will 
be secured before charges will be made. 

This brings up the interesting problem of 
how to handle boarding school accounts where 
young men and !adies send in their orders di- 
rectly to some specialty house, or give their 
orders on the ground to a traveling represen- 
tative, asking that the bill be charged to the 
old man. Very frequently the old man does not 
appreciate the dignity thrust upon him and I 
have known a great deal of unpleasant corre- 
spondence to follow as the result of such 
transactions. 


4. Business. 


The full name of the concern with which 
the man is connected, or of which he is a 
member, of course will be taken. How many 
times have you looked at an application on 
your desk on which in the business column 
appeared the phrase “Standard Oil Co.,”’ or 
“Pennsylvania Railroad,’ with no indication 
to show whether the applicant was a porter 
or the president of the company mentioned, 
and a little forethought on the part of the in- 
terviewing clerk would have made passing on 
this application, in its early stages, a very 
simple matter. 

The length of time that your applicant has 
been connected with his concern has a great 
bearing on whether or not you will extend 
credit to him. Oftentimes it becomes neces- 
sary to learn what salary the applicant re- 
ceives and right here a good bit of finesse is 
demanded of the credit manager without 
causing offense. Of course in the matter of 
city employes, this fact is an item of public 
record, and can be readily ascertained, al- 
though it is a good check on the reliability of 
the person making the application to find out 
whether the statement they make regarding 
salary corresponds with the salary actually 
received, as evidenced by the city record. 





Persuading the Applicant. 

There will be times when your customer 
will balk at giving us such detailed informa- 
tion but it will require only a minimum of 
persuasion to show him or her how necessary 
it is that we have this information in order 
to pass favorably on their application and 
grant them the accommodation which they so 
earnestly desire, for, as you know, if the situ- 
ation gets down to such fine points as making 
it necessary to find out what salary the man 
is making, you can pretty nearly dominate the 
situation and confer a tremendous favor on 
the customer. 

At this point we might distribute the peo- 
ple making applications into the following 
classes, with the most favorable of ideal risk 
first. 

Where the husband, or the wife of a hus- 
band engaged in business for himself, applies 
for an account and has satisfactory charge 
accounts in other stores and satisfactory bank 
connections, is found to be the ideal risk. 

Practically as good is the situation as de- 
scribed in the preceding paragraph, except 
that the man is connected in a responsible 
capacity with a reliable, long established con- 
cern. 

The next sort of risk, a little lower down, 
is the ‘“‘smal]l hole in the wall’ establishment, 
with a $100 bank account, friendly references 
and evidence of living up to every cent. 


All Kinds of Risks. 

A little further along the scale is the man 
who is in a minor position with a concern, or 
else while holding a good job, is tremend- 
ously extravagant. 

Then we have the single man who breezes 
ino your ‘office, leans over the desk and says 
very confidentially, ‘I want the account just 
for an accommodation, don’t you know,” and 
then proceeds to buy out the store. 

Next is the single woman, with little or 
nothing to fall back on in a financial way. 

Then we have school teachers and other 
city employes who are sold largely on the 
strength of their position, because in the 
event of a forced settlement their salaries can 
always be garnisheed. 

Then we have professional people, doctors, 
lawyers, artists, movie stars, whose income 
is fairly large but undependable as to its date 
of receipt and in addition to which must be 
always considered the apparent lack of financ- 
ial obligation. 

Then we have separation cases, the most 
important of which is the woman who is about 
to break away from the loving fireside, but 
wishes to provide plenty of clothing for the 
dreary days ahead by loading up on the old 
man. You needn’t laugh, because I know you 
recognize this particular case. 

Frequently the application is not made by 
the person who will be responsible for the ac- 
count, in which case the name ofthe individ- 
ual actually applying for the account should 
be entered on the application blank and the 
transaction confirmed at the earliest possible 
opportunity. 
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Outside the fact that you want to know 
where the man is employed, this would not 
seem especially important. However, it hap- 
pens only too frequently that the main office 
of the concern in question is in another city 
and this little point is not developed in con- 
versation unless care is used to bring the con- 
yersation around to this subject. 

How many times have you tried to trace 
a customer of yours who left a nice little bill 
for you to worry about, and you were wonder- 
ing where in Sam Hill the man’s home office 
was, and your outside investigator went down 
to the branch office in the Woolworth or 
Singer Building and was told by the elevator 
starter that the home office was any place else 
but New York city, and right there began 
a still hunt for this precious gem of -informa- 
tion. Fifteen seconds of forethought when the 
application was taken would have saved you 
this trouble. 


The Bank Reference. 


As a general thing the bank reference is 
of no great importance, from a reference point 
of view, and in a majority of cases simply 
serves to confirm the applicant’s statement 
that he carries an account with a certain 
named bank. When a bank tells you that 
they have had a “small account since January, 
1919, never gave us any trouble,” this means 
practically nothing and is on a par with a sav- 
ings bank reference—when they give it to you. 
At best it is an evidence of stability and re- 
sponsibility on the part of the customer, show- 
ing that they are really trying to lay something 
aside from their income. Right here I think 
it is a splendid opportunity for our Retail 
Credit Men’s Association to educate our broth- 
er banking members into giving a little more 
intelligent and valuable reference information. 
Of course when a bank tells your runner that 
John Smith has had an account with them for 
0 years and averages four figures, or never 
less than $5,000, and is satisfactory in every 
way, you have something definite to work on. 

Savings banks, of course, from a reference 
point of view, are of absolutely no value. In 
the first place, they will give no information 
except on the written authority of their de- 
positor. Inasmuch as the customer can have 
money in the bank today and draw it all out 
in 30 days from today, this does not mean 
much for granting credit, except as mentioned 
hefore, it evidences a degree of thrift and a 
desire to establish a credit balance for them- 
selves, instead of being continually in the hole. 

Checking Up References 


The bank reference has already been touched 
upon in our discussion, under the head of the 
bank itself, and need not be further elaborated 
upon at this time. 

The customer will possibly give the names 
of other stores with which he has charge 
accounts and will generally give, of course, 
such accounts as are in good standing. Right 
here can be seen at once the tremendous im- 
portance of having a Retail Clearance Bureau 
to check back the references given by the 
various applicants, as it will be shown at once 
y the information in the files whether or not 
any adverse report is to be issued. 

Our customer very frequently is new in 
the game and has not established accounts 
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with other stores and so must fall back on 
substantial trades-people accounts, which some- 
times prove of considerable value, not only 
from the information that they contain in them- 
selves, but in the event of your customer 
disappearing there is a better opportunity 
afforded of tracing their movements. Of 
course some of your customers point with 
great pride to the fact that they pay their rent, 
gas, electricity and Borden’s bills, without real- 
izing how foolish they sound. 

Very frequently it is necessary to take per- 
sonal references, but as your applicant will 
naturally only give those individuals who are 
favorably disposed to him there is little use 
in taking these names, except for their cor- 
roborative value and assistance in tracing the 
customer later on if need be. 

Frequently it becomes necessary to ask if 
reference can be made directly to the em- 
ployer and the writer holds the highest re- 
gard for the applicant who is just breaking 
into the charge game and tells you frankly that 
he has such and such a position with such and 
such a firm and refers you to a responsible 
officer—not the chief clerk or private secre- 
tary—who will give you real information as 
to the man’s connection with the firm. 

Not infrequently you will have the customer 
who declines to give any reference whatever 
and you are hard put to handle a case of this 
sort satisfactorily, especially when the person 
bears every evidence of refinement and seems 
to be absolutely O. K., but possessed of 
strange business ideas. The method of hand- 
ling such cases will of course vary according 
to circumstances, but it ought not to be a 
very difficult matter for a man at all experi- 
enced in the game to open the customer’s 
mental windows and let in a flood of light. 


Signatures Is Important Factor. 


The signature is a very important factor 
in the customer’s subsequent shopping ex- 
perience with the establishment in which he 
establishes an account. Where the coin system 
is in vogue it is a very simple matter to ask 
the customer to sign the card acknowledging 
the receipt of the coin. It is also as easy to 
have the customer sign the application blank 
or card especially provided for that purpose at 
the time application is made. If any objec- 
tion should be raised it is a very simple 
matter to explain to the customer that this 
action is being taken to protect her own in- 
terests. 

It frequently happens that identification, 
for one purpose or another, will hinge on the 
customer’s hand-writing, as evidenced by her 
signature. 

This, of course, is entirely apart from the 
matter of customer’s signature on sales checks 
at time of purchase. This will be discussed 
in a later chapter and its advantages or disad- 
vantages elaborated upon at that time. 

Personal Impression Is an Aid. 


Of course, it is impossible for the credit 
manager to interview in person all the appli- 
cants for accounts and, to a certain degree, it 
is regrettable that he cannot do so. While 
first impressions are not always accurate, the 


atmosphere with which the customer sur- 


rounds herself in unfolding her personal his- 
tory, creates an impression either favorable 
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or unfavorable and which the interviewer can- 


not help but feel. It would seem, therefore, 
wise to have your assistants trained to 
observe applicants as closely as possible and 
mark on the application blank some brief 
summary of his impressions, such as “O. K.,” 
or “Light,” or “Bears watching,” or “Un- 
reasonable,” or something like that, for such 
a clue will often be of tremendous assistance 
when you come later to determine whether or 
not you are going to open the account. Of 
course if you cannot get the right impression 
you are unfortunate. 


Mechanism of Office Records. 


Some offices prefer to have their credit in- 
formation kept in folders, others in pouches or 
envelopes, and the best system that the writer 
has seen is a five by eight folder in a two 
column drawer, on which the essential in- 
formation is written on the outside of the 
folder which is in turn the original application. 
As the applications are received during the 
day they are turned over to a clerk, who will 
make out tickets for the outside man or 
runner to make his investigations at neigh- 
boring stores or banks. Here, again, the 
advantage of a Clearance Bureau is brought 
to the fore, for as a result there would be a 
great saving in duplication of replies made by 
houses to whom inquiries are directed. Ac- 
cording to your custom association blanks 
should be issued in every case, as space is 
provided on the face of them for giving the 
essential information required with a minimum 
of effort. 

Where a large establishment has its own 
runners it is possible for an account to be 
opened within 24 hours after its application 
and if the customer is well rated merchandise, 
of course to reasonable amounts, can be de- 
livered same day without much risk. On the 
other hand, as you know, information is very 
frequently tardy in being sent in, or the 
references are very conflicting in the nature of 
their replies and it might be a week before 
you finally get around to passing on the 
account. This, of course, will depend largely 
on local conditions and the state of your di- 
gestion. 


How much merchandise should be checked 
out before the account is actually opened will 
depend a great deal on the customs of the 
individual establishment and no recommenda- 
tion will be made here. 


In the meantime your clerk has_ been 
assembling all the replies from whatever 
source derived and they are pinned or clipped 
together with the application blank, which is 
placed before you for rating or limiting. Right 
here the significance of a limit may mean 
much or little. In establishments where goods 
are authorized in only one of two places, 
either the Delivery Department or Credit 
Office, it is a simple matter to assign a credit 
limit with some idea of controlling purchases 
made on the account so as not to exceed the 
limit assigned. On the other hand, in some 
establishments there are three or four different 
places where goods may be authorized and 
there the limits must of course be reduced, 
or the customer can make a clean-up in the 


course of an afternoon’s time without anyone 
being aware of it. 


Question of Higher Prices Now. 

\ very nice question arises at this time, 
owing to the tremendous increase in prices, 
as to whether or not our limits should be 
raised to meet such conditions, so as not to 
make it necessary for the delivery authorizer 
to refer so many more checks to the credit 
office. What I mean is this: Last year or 
year before last, a woman would buy a $25 
or $30 coat or wrap and not think anything of 
it and would be well within the ordinary limit 
set on her account. Today that same article 
will be between $60 and $75. Now the point 
is, shall we raise the limit of a woman of $50 
to $100 and take a chance, or shall we keep 
it at $50 and increase the office force to handle 
the checks that are referred as a consequence. 

A great many office managers use a code 
system for rating their accounts and there is 
a great deal to be said in its favor. The 
account, we will say, is limited for a line of 
$50, which will indicate to the bookkeeper 
that when the account reaches $75 or $100 it 
is to be referred to the credit manager for 
attention. Very frequently a customer wants 
all bills and communications sent to him at 
his business address only—a code number will 
cover these long instructions, or perhaps no 
goods are to be sent to any other address 
except on the presentation of a written order 
or coin—another code number will cover this 
very nicely. Perhaps you wish all purchases 
made by a particular customer to be referred 
to your office—another code number will cover 
this. 

In addition in such establishments in which 
some form of special index is used, colored 
tubes or indicators are found of tremendous 
advantage. 

As soon as the application is made for an 
account, notification is usually sent to the 
authorizer showing that the account is pend- 
ing and as soon as the account is actually 
opened a notification is sent to the authorizer 
and to the bookkeeping department, establish- 
ing the account permanently on the firm’s 
ecords. 


The Chance Customer. 


In addition to opening accounts by direct 
application from the customer, a great deal 
of business is gained by granting the customer 
the convenience of an account by looking her 
up in the rating book when she comes into 
your store by mistake and wants something 
charged when she thought she was in another 
establishment. This seems strange, but only 
the other day a woman walked into our store, 
selected $450 worth of furniture and said that 
her husband would send a messenger over 
with a check in payment within an hour and 
when the check arrived it was found drawn to 
the order of another concern entirely, the 
woman having thought she was in this other 
establishment all the while. Of course if you 
tie your horse up in the wrong stable you 
cannot help if you pick the wrong one. 

Accounts are also opened with a great deal 
of profit from large C. O. D. transactions, or 
from transactions where a bank check of a 
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fairly substantial amount is given in payment. 
Careful attention to these little details will 
oftentimes bring in very desirable customers 
on your charge books. 

The most prolific source of accounts, how- 
ever, is that of our agency books, which are 
used in an intensive campaign of solicitation. 
I will not attempt to discuss the merits of this 
argument at this time, except to say that 
where a person is alre ‘ady satisfactorily rated 
in the agency book and that rating is of suffi- 
ciently recent date, there is no reason in the 
wide world why we should not offer the 
person an account. 

Of course there are those who send canvass- 
ers out in the apartment houses with instruc- 
tions to give accounts only to women who are 
brunettes, or women between five feet, four or 
five inches in height and who must not weigh 
more than 140 pounds. This is not an exag- 
geration at all, as some cases brought to my 
attention showed that much this same process 
of reasoning must have been employed in 
inviting the customer to partake of the joys 
of a charge account. 

Every well equipped office, of course will 
have such agency books as are needed for the 
Metropolitan district, as well as the Co-part- 
nership Directory, Dun and Brad, and one or 
another of the regulz ir law reporting company’s 
lists. Some houses, of course, have branches 
in other cities and this makes it a very simple 


matter to obtain telephone information in 
hurry-up cases. 


Advantages of Coin System. 

The coin system has such tremendous ad- 
vantages for the customer that it is well worth 
a few lines at this time. The writer has had 
customers approach him for some unusual 
accommodation, showing the coin of some sis- 
ter establishment and by calling our worthy 
member on the telephone aul giving the coin 
number, the accommodation was granted, with 
a minimum of delay and inconvenience. 

The last step, of course, is notifying the 
customer that the account has been granted or 
declined and every house has its own method. 
Some are quite elaborate and profuse in telling 
the customer how wise they were to apply 
for an account and that the phrase “charge 
it,” is the Open Sesame to the storehouse of 
hidden wonders and so on and so forth. Others 
confine themselves to a stereotyped, formal, 
dignified letter, which answers the purpose 
just as well, for after all, all the customer 
wants to know is whether she gets the account 
or not and does not care two raps what you 
have to say about it. 

Should you find it necessary to decline the 
dear lady’s application, there are several ways 
of going about this. You can either write 
er for more information and pass her along 
from day to day, until she takes the hint. or 
you can tell her ‘that while she is a perfectly 
lovely creature and while her references have 
said some wonderful things about her, still 
she cannot come into the fold. Sometimes 
this precipitates a scene and sometimes every- 
thing goes along very nicely. 

Sometimes it is necessary to ask for a 
Satisfactory guarantor for the account or other 
security. In this connection a nice point is 
brought up with regard to purchases made by 


the woman to be charged to her in her own 
name, to which we have already referred. In 
some quarters it is the custom to have the 
woman sign a memorandum at the time the 
application for the account is made, to the 
effect that these goods are being charged to 
her directly and that she will be responsible 
for and guarantee the payment of the bills, 
regardless of the fact as to whether or not 
the husband will be involved in the transaction. 
In this way a double security is placed on 
the account, which has proved'a life saver in 
several instances. 


A FEW REMARKS ABOUT OUR TREASURER, 
MR. S. L. GILFTLLAN. 

Gil was born in La Crosse, Wis., and in 
those days La Crosse didn’t amount to much. 
We don’t claim that La Crosse amounts to 
much nowadays, either, but it will always be 
known to a considerable portion of North- 
western citizens as famous, or infamous, 
whichever you prefer, as the birthplace of S. 
L. Gilfillan. The Historical Society of Wis- 
consin has records going back more than fifty 
years, and among their hostorical papers we 
find that they mention the fact that in the 
early days, when La Crosse was only a pup, 
there lived in that town a boy named Gilfillan. 
It seems that this youngster was adopted by 
the Indians who lived around the berg, and 
their reason for so doing was that he was 
such a good collector. They had it figured 
out that if they didn’t take him into the tribe, 
the tribe wouldn’t have anything left. They 
declared that he had collected all of their 
blankets and moccasins, and, in self-protec- 
tion, they argued that if he was a member of 
the tribe, they could at least keep the prop- 
erty with the Indians. This early experience 
probably accounted for Gil’s success as a col- 
lector in later years. 

When Gil first came to Minneapolis, Wash- 
ington avenue was the classy main street of 
the town and anyone who wandered up Nicol- 
let as far a Tenth street, was in danger of los- 
ing his scalp to the Indians. Gil heard about 
the Indians in Minneapolis and came up from 
La Crosse to look them over. He only got 
as far as Washington avenue, however, and 
the Pioneer Fuel Company took him over, 
making a regular bookkeeper of him in a 
short time. After putting a few of the larger 
business concerns, such as Donaldson’s, and 
the Morris Plan bank, in good running order, 
Gil finally decided to take over his pet hobby, 
the Credit Exchange. In spite of his man- 
agement the Exchange to-day is on a par 
with the best in the United States. Gil is a 
very enthusiastic motorist, and sports a classy 
eight-cylinder boat. 

No biography of Gil would be complete 
without mentioning the fact that he is some 
inventor. After perfecting an automatic de- 
vice for filing, which eliminates 50 per cent of 
the usual clerks, we understand that he is 
now working on a machine to take the place 
of credit men—a sort of automatic credit 
man, to be used in connection with the Ex- 
change. If he succeeds, we may all be look- 
ing for new job~ 
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COLLECT YOUR OWN OVERDUE ACCOUNTS 





HOME OFFICE 
Nashville, Tennessee 








We guarantee to collect accounts, notes and judgments no matter 
what your efforts have been in the past. 


Our system is vouched for by hundreds of Southern merchants and 
is backed by a bona fide 


CASH GUARANTEE 
NATIONAL CREDITOR’S PUBLICITY ASSOCIATION, Inc. 


MEMBERS OF 
RETAIL CREDIT MEN’S NATIONAL ASSOCIATION 


No Commissions or Lawyers’ Fees 
All Money Paid Direct to Creditor 


BRANCH OFFICE 
Syndicate Trust Bldg., St. Louis, Mo. 














BALTIMORE HAS INTERESTING MEET- 


NG 


Col. Blackstone Addresses Large Gathering. 

The retail credit man as a business builder 
was the keynote of the address at the ban- 
quet at The Emerson held jointly under the 
auspices of Associated Retail Credit Men and 
the Credit Mens Club of Baltimore. 

Without credit at least 75 per cent of the 
business of the country would be impossible, 
Col. Franklin Blackstone, who is president of 
the National Association, told the members 
of the local organizations. Credit he defined 
as the faith and confidence one has in the in- 
tegrity of ones fellow men. No great busi- 
ness can be successfully conducted without 
credit, hence the importance of the credit 
manager, who not only makes possible the 
success of his firm in business, but is also the 
dispenser of the greatest convenience of mod- 
ern times. Col. Blackstone further insisted 
the office manager and credit department 
should be separate and distinct departments. 
Some of the qualifications a successful credit 
man should possess he enumerated as follows: 
Character, sagacity, diplomacy, alertness, per- 


cepicuity, personality, perseverence, phreno- 
logy. 


Mayor Broening, who followed next on the 
program, declared one possessed of these 
qualities, which included, he said, the entire 
realm of human knowledge and understand- 
ing, should enter the diplomatic service of the 
government. The credit system, however, he 
admitted was a wonderful institution, and has 
encouraged thrift and economy. The city of 
Baltimore, he pointed out, was in the same 
position as the creditor. It had borrowed 
much money in order to bring about wonder- 
ful civic improvements, which will prove of 
permanent benefit. As the generations yet 
unborn will share in these advantages, it is 
unfair that the present generation should 
share the total burden of cost. For this rea- 
son loans have been negotiated, which are to 
be paid at a later day. This money has been 
borrowed on faith, upon which the doctrine 
of credit is built. ‘So must we endeavor to 
increase the faith of our people both in our- 
selves and in our government, that they may 
add glory and additional greatness to the re- 
nown we already enjoy, he added. 


The toastmaster of the evening was John 
H. Barrett, chairman of the Entertainment 
Committee. Mr. Barrett is director of the 
National Association Robert A. Bond is presi- 
dent of the Credit Men’s Club while O. L. 
Welsh heads the Retail Credit Men. 














1reno- 


on the 

these 
entire 
‘stand- 
of the 
yer, he 
nd has 
city of 
> same 
rrowed 
yonder- 
rove of 
yns yet 
is, it is 
should 
his rea- 
. are to 
as been 
loctrine 



























































THE CREDIT WORLD 





NEW YORK’S BIG MEETING NOVEMBER 15 


Credit and the retail credit men receive a 
full measure of the credit they merit at the 
dinner of the Associated Retail Credit Men of 
New York at the Hotel Astor. 

Colonel Franklin Blackstone, president of 
the Retail Credit Men’s National Association, 
declared that in any concern where credit con- 
stitutes more than 40 per cent of the busi- 
ness, the credit man is the best individual 
producer. If he were conducting a retail bus- 
iness of magnitude, he said, he would put the 
credit man, the advertising man and the em- 
ployment man on the board of directors. 

J. H. Tregoe, secretary-treasurer of the 
National Association of Credit Men, depicted 
credit as the greatest thing in the world to- 
day, and the commodity most in demand. 

The abnormal prices prevailing, said Mr. 
Tregoe, is responsible, in large part, for 
the general unrest throughout the nation, and 
have brought profiteering in their train. 
Profiteering, he said, is a result and not a 
cause of high prices. 

Call Price Fixing a Failure. 


High prices, according to both Mr. Tregoe 
and Bruce Barton, author and advertising 
man, who spoke on “A Creed for the Average 
Man,”’ cannot be brought down by legisla- 
tion. Mr. Barton cited instances in history 
where efforts to legislate prices down had 
failed, and made an eloquent plea for more 
work by every man to earn back the wealth 
that has been wasted in the war. 

Eugene M. Travis, State Comptroller, 
warned against the tendency toward extrav- 
agance on the part of national and state gov- 
ernment and declared that this encouraged 
profligacy on the part of individuals. 

260 Attend Dinner. 

The dinner, the first held by the Associated 
Retail Credit Men since its organization two 
and a half years ago, was attended by 260, 
comprising a majority of the members, their 
wives and guests, and owners and executives 
of the stores belonging to the association. It 
signaled a stage in the rapid, wholesome 
growth of the organization, whose member- 
ship has passed the 300 mark. 

Several concerns took whole tables for 
groups of their executives and guests. These 
were Oppenheim Collins & Co., Crichton Bros., 
W. & J. Slone and B. Plumber. A table was 
also occupied by the Associated Retail Credit 
Men of Newark. Franklin Simon & Co. took 
two tables and sent 20 of their executives and 
employes. 

Presiding officer and toastmaster of the 
evening was David J. Price, of W. & J. Sloane. 
president of the association. Mr. Price made 
a happy beginning by dispelling any doubts 
which might have lurked in the minds of 
credit mens wives as to why their husbands 
stayed out so late on meeting nights. 

Traces Growth of Association. 


Then he proceeded to recount briefly the 
formation of the association, and its progress 





up to the present. He paid a warm tribute to 
W. H. J. Taylor, of Franklin Simon & Co., 
first president of the Associated Retail Credit 
Men, who initiated the organization move- 
ment in this city after attending the national 
convention in Omaha in 1916. 

The association started with a group of 10 
or 15 retail credit men, said Mr. Price, with 
Mr. Taylor as first president. When the lat- 
ter was elected president of the national] as- 
sociation, J. L. Cuddy, of Oppenheim, Collins 
& Co., succeeded him as local president. Ar- 
thur L. Zaduk, of Henri Bendel served as pres- 
ident the following year, until Mr. Price was 
elected to succeed him. 

The association, said Mr. Price, has saved 
thousands of dollars for the merchants of the 
city through avoiding preventable losses, and 
has schgoled the public to the importance of 
paying its bills in 30 days. Colonel Black- 
stone was then introduced. 


Credit Man a Producer. 


“Every merchant who grants credit should 
have a man whose specialized function it 
should be to grant credit, care for collections 
and build the credit business of the house,” 
said Colonel Blackstone. “The first thing the 
credit man should do is to decide with his em- 
ployer upon a definite credit policy, which 
should be adhered to fairly and consistently. 
Every credit man here knows what I mean. 

‘‘Many people refer to the credit depart- 
ment as an expense, a burden and a non-pro- 
ductive feature of the business. This is a 
fallacy, and not only detrimental to the credit 
man and the credit department, but to retail 
business as a whole, because it lowers morale. 

“What has made possible the business of 
modern times? Credit. What has made pos- 
sible the great stores of to-day? Retail credit. 
Who is most interested in the growth of mod- 
ern retail business? The retail credit man. 
The retail credit man must understand, first, 
the principles of salesmanship, and, second, 
the intricacies of finance. 

“In any retail concern whose business is 
more than 40 per cent on a credit basis, the 
credit man is the best producer in the con- 
cern. Yet in many cases the credit manager 
is made subordinate to the office manager, 
who is generally a good accountant and a 
good statistician, but knows very little about 
the profession of credit granting. The credit 
man should have no superior but the board 
of directors. 

‘“‘What is the definition of credit? The Na- 
tional Association of Credit Men has defined 
it as ‘the faith man has in the integrity of 
his fellow men.’ Credit is trust and trust is 
honesty. Credit is based upon the presump- 
tion that the great majority of Americans are 
honest. 

Qualities of the Credit Man. 

“To be a business builder, the credit man 
must have the following qualities: character, 
sagacity, perspicacity, confidence, optimism. 
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faith, integrity, tact, suavity, diplomacy, 
alertness, courage, psychology, physiology, 
presonality, intelligence, perception and 


finesse. In addition to these qualities he 
must be an instructor, to instruct the public 
in the meaning of credit, and an executive, to 
see that the organization under him possesses 
these necessary qualities, and directs the 
granting of credit in accord with the spirit 
of the profession and the institution. 

“To be a business builder, the retail man 
must have a system of correspondence which 
possesses dignity, force, character, honesty 
and conviction, and must rest upon a definite 
policy courageously adhered to. 

“He must solicit accounts in the proper 
manner, soliciting only those which are known 
to be of good credit standing or who are 
recent arrivals in the city. 

“He must obtain the co-operation of all de- 
partments of the business whose assistance he 
requires and whose operation affects his 
work. 

‘“‘He must develop and supervise a system 
of follow-up on delinquent accounts. 


Insist on Prompt Payment by All. 

‘He must.require close adherence to credit 
terms by all his customers, regardless of 
wealth or position. Many people take 30 to 
60 days longer to settle their accounts than 
necessary, merely because they believe that 
wealthy customers are given easier terms, and 
they expect the same treatment. The wealthy 
should be required to pay promptly, like any 
one else. In fact, the wealthy, in times such 
as these, should set an example of prompt 
payment, as a service to the community. The 
credit man who requires all to settle promptly 
is a better business builder than the happy- 
go-lucky chap who lets things drift. 

“He should have a liberal but not a reck- 
less credit policy. Character, capacity and 
capital are the basis of credit, and a liberal 
policy is based upon good character. Charity 
results from a reckless policy. 

“He should have pleasant surroundings 
and a friendly, comfortable atmosphere in his 
office, so that the customer who calls on him 
may feel thoroughly at ease. 

“He should learn to close accounts when 
necessary, in such a manner that the customer 


will realize that she alone is to blame. The 
credit man who can close a customer’s ac- 
count in such a manner as to retain her 


friendship and keep her as a cash customer 
of the store, is a business builder. 

“He must know different types of people, 
must recognize the characteristics of the va- 
rious professions, must know their incomes, 
their ways of living, and, if such a thing is 
possible, must be a character reader. 


Would Put Credit Man, Ad Man and Employ- 
ment Man on Board of Directors. 


“He must protect his firm by seeing that 
the credit application blank gives the firm the 
largest measure of protection possible under 
the laws of his State. In 99 cases out of 100 
the application blank does not meet this re- 
quirement. 
“The good business is 


will of a_ retail 


based upon these considerations: The qual- 
ity of the merchandise; the personal inter- 
est of the salesperson, credit man, executives 
and other employes; truthful advertising; 
the prompt adjustment of all complaints; 
compliance with the requests of customers; 
prompt delivery; the appearance of the store; 
good service, and the prompt payment of its 
own bills. 

“Tf I were to start a retail business of any 
magnitude, I would place the credit man, the 
advertising man and the employment man on 
the board of directors in addition to those who 
already belong there. 

“T would see to it that my credit man and 
his assistants became members of the local 
retail and wholesale credit associations, and 
would insist upon their attendance at the na- 
tional conventions and at the local meetings 
of their associations.”’ 

Can’t Legislate Prices Down, Bruce 
Barton. 

Bruce Barton spoke of the futility at at- 
tempting to bring prices down by legislation. 
“Emperor Diocletian of Rome,” he _ said, 
“called on prices to come down when things 
had reached a critical stage, but they didn’t 
come. Henry VIII, of England, did the same 
thing in his day, but prices stayed up in spite 
of him. The selectmen of a Massachusetts 
town, just after the Revolutionary War, or- 
dered prices to drop, but they didn’t succeed. 

“You can’t legislate prices down. The 
only way to bring them ijown is to do more 
work. About thirty billion of dollars was 
spent in the war, and we must roll up our 
sleeves and work a little harder than ever be- 
fore to earn this money back again.”’ 

Mr. Barton urged business men to keep 
their minds open for new ideas. The world is 
in a state of flux, he declared, and conditions 
are continually changing. The business man 
who believes that progress has ceased and that 
he should continue to do things as his pre- 
decessors did them, should have a committee 
appointed to look into his sanity, he said. 

He made a plea for an optimistic frame of 
mind, and urged his hearers to have faith in 
the future. 

“No problem is beyond our capacity to 
solve,”’ he declared. ‘Keep a firm grip on 
your common sense, and keep up your courage 
and your faith. Don’t be a member of the 
Ancient Order of Head-Wagers, whose pass- 
word is ‘‘What is the world coming to?’’ and 
whose grip is the fishy palm. 

Tregoe Speaks on Importance of Credit. 

The greatest thing in the world to-day is 
credit, said J. H. Tregoe. Credit has never 
been so much in demand as now, he said. 

“You credit men are dealing in the most 
sensitive, the most serious, the most needed 
commodity contributing to the success, pros- 
perity and happiness of the world. There is 
not a business house represented here but 
whose capital is invested more in credit than 
in any other commodity in which it deals. If 
credit were suddenly withdrawn, you would 
suddenly find yourselves transported from a 
happy state of solvency to a condition of in- 
solvency. 


Says 
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“Credit is based upon the supremacy of law 
and order, and any one or any thing which at- 
tacks the law is striking a mortal blow at 
credit. The credit man must defend the 
sacredness of law and order, and must fight 
to eradicate the marauders who are seeking 
to destroy our institutions.’’ 

Mr. Tregoe declared that America must re- 
tain the leadership in world affairs which it 
has assumed and must save from its wealth 
and abundance to give to our allies a little of 
the necessities of life. 

Profiteering, he said, is the result and not 
the cause of high prices. Prices follow nat- 
ural laws, and legislation, he said, cannot 
bring them down. The country is sound to 
the core, he declared, except for our own ten- 
dency toward extravagance. If we will think 
right and do right, we can maintain our 
soundness and increase our prosperity, he 
said. He urged that more business men enter 
politics and go into Congress and other 
branches of public life. 

Eugene M. Travis Warns Against Extrava- 
gance. 

Eugene M. Travis reviewed the early his- 
tory and the growth of the State, and de- 
clared that the two great dangers we are fac- 
ing now are Bolshevism and extravagance. He 
deplored the continued increase of taxes, and 
said that extravagance in the national and 
State governments encouraged extravagance 
by the individual. Referring to the State in- 
come tax now in effect, he warned that it 
might be increased indefinitely unless busi- 
ness men give more thought to public affairs 
and prevent undue extravagance. 

“The Credit Man’s Four Eyes.” 

An address full of epigrams, word pictures 
and pertinent thoughts tersely expressed was 
delivered by Samuel A. Davis, “The Gatling 
Gun Orator of Business,’ on ‘The Credit 
Man’s Four Eyes.’’ The “Four Eyes,” it de- 
veloped, are ‘‘Analyze, Visualize, Deputize 
and Humanize.’’ Some of his pointed para- 
graphs follow: 

“We need women in business, to prevent 
stag-nation.”’ 

“The new competition, based upon co-op- 
eration and mutuality, makes the crook settle 
up instead of settle down.” 

“There are diplomats and diplomuts in 
business.”’ 

“The philosopher says: Do right and fear 
no man. The lawyer says. Don’t write and 
fear no woman. The credit man says: Write 
right and fear no customer.” 

“A merchant whose store I was visiting 
asked me what I thought of it. I told him I 
could tell better from his figures than his 
fixtures.” 

“Some retailers are so conscious of appear- 
ances that they are unconscious of disap- 
pearances.”’ 

“The big man will not stay long in a small 
business and the small man will not stay long 
ina big business. It is a case of grow or go.” 

“Make your mind a file of facts, not a pile 
of facts.’ 

“It isn’t your position, but your disposition 
toward your position that counts—and don’t 
discount that.” 


KANSAS CITY ELECTS OFFICERS 


At the annual meeting of the Associated Retail 
Credit Men of Kansas City, which was very 
largely attended, the following officers were in- 
stalled for the coming year: 

President: W. A. Shure, of Woolf Bros.; Vice- 
president: H. J. Burris, of Berkson Bros.; Treas- 
urer: H. J. Sight, of J. W. Jenkins Sons Music 
Co.; Secretary: V. R. Gibson, of Cady & Olm- 
stead; Assistant Secretary: Miss Ione Weidlein, 
of Kline’s. 

The following resolution was passed 

It is resolved by the Associated Retail Credit 
Men of Kansas City, Missouri, that all credit 
men’s organizations of various cities affiliated 
with the National Retail Credit Men’s Associ- 
ation be petitioned to join in various move- 
ments giving wide publicity to creating senti- 
ment to discredit Socialism, Bolshevism and Al 
lied Soviet Government. 

It is further resolved that we believe a firm 
stand should be taken by proper civil authorities 
to restrain all un-American spirit being dis- 
seminated and thereby forestal! realization of the 
Anarchy the radicals propose to bring about. 

We would like to suggest that the same meas- 
ure be taken with the other Associations of the 
National Retail Credit Men’s Association, and 
give this resolution wide-spread publicity, and 
also pass it on to the proper authorities at Wash- 
ington. We feel it is up to some Association to 
get behind this movement, and why not let it be 
the National Association of Retail Credit Men! 

Thanking you for your kind assistance and 
interest, I am, Very truly yours, 

V. R. GIBSON. 


SECRETARIES ORGANIZE INTERSTATE 
ASSOCIATION. 


At the meeting of Retail Secretaries and Re- 
tail Credit Reporters at Wichita, Kans., 
November 13, 1919, a committee appointed to 
draft a plan of organization reported the fol- 
lowing, which was adopted: 

“We, your committee on organization, 
recommend that we form an interstate organi- 
zation of retail secretaries for the purpose of 
closer co-operation, better credit reports and 
collections, and meetings, for the purpose of 
discussion of the same, and for closer ac- 
quaintanceship. 

“We recommend that the officers be presi- 
dent, vice president and secretary-treasurer, no 
two from the same state, and a board of direc- 
tors of seven, composed of the officers and 
four additional. 

“That the board be empowered to submit 
the constitution at the next meeting. 

“We recommend that the next meeting be 
held within three months at Oklahoma City. 

“Signed, L. B. Crawford, Geo. A. McDonald, 
C. M. Fitch, Committee.” 

On motion, which was carried, a committee 
on constitution, rules and regulations, consist- 
ing of the same personnel as committee on 
organization. was instructed® to report at 
Oklahoma City at a date not earlier than Jan- 
uary 1, 1920, the date to be left with the com- 
mittee. 

All retail secretaries and retail credit re- 
porters present signed accordinglv. 

A. D. McMULLEN , President. 
H. M. LEWIS, Secretary. 
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STOCKS - BONDS 


Complete Financial Service—‘‘Price, Value and Personal Service’’ 


is an expression of our desire to give the fullest measure of SERVICE in all transactions, BUYING 
OR SELLING, which includes our prompt attention given to your inquiries. 

We offer to our customers the experience of twenty years of continuous business as underwriters 
and brokers in all stocks and bonds. Our capital is sufficient to finance any transactions we under- 
take, and likewise, purchase for our own account any stocks or bonds that we desire to carry. 
Through this and our many branch offices, our markets are the broadest in all Unlisted and Inactive 
Securities, including Seasoned Bonds, and Bonds in Default; hence our facilities are the best to serve 














in the handling of same. 


Our mailing list is admitted to be one of the largest in the United States. 


run into the millions. 


Our annual send-outs 


Our mailing rooms are equipped with every modern device. 


We require no cash in advance or Deposits on orders given to us in good faith by responsible 


parties on such stocks or bonds that have a market. 
we will buy for you almost any marketable stock or bond on partial payments as arranged. 


While we do not encourage a ‘‘margin’”’ business, 
Delivery 


will be made through any responsible bank without additional charge. 


High Grade Seasoned Bonds at Attractive Prices 


Fore'gn Bonds at Interesting and Speculative Prices 


If You Are Interested in Buying or Selling Any Stock or Bond 
Send for Our FREE Market Letter and Quotat.on Sheet 





ANDREWS & COMPANY 


108 SOUTH LA SALLE STREET 


Established 1900 


CHICAGO, ILLINOIS 





PITTSBURGH HAS INTERESTING 
MEETING 


At the meeting of the Retail Credit Men of 
Pittsburgh, held December 1, at Hotel Chatham, 
H. Engel spoke on “Declining Charges on Bad 
and Unsatisfactory Accounts’’, and L. Michaels 
on ‘‘How the Small Merchant Should Handle the 
Situation.’’ The association has been compiling 
a list of unsatisfactory accounts, particularly 
those charged to profit and loss. 

Announcement is made of the arrest in St. 
Louis of Frank Perkins, alias Frank Pearson, who 
is said to have floated about 150 bad checks in 
Pittsburgh and elsewhere, using the name of the 
Troy Laundry Machine Company, Chicago. 
Some of the checks were cashed in local hotels 
and stores. 

A campaign to bring the association’s member- 
ship up to 500 has been launched by H. W. 
Leonard, chairman of the membership com- 
mittee.—Pittsburgh Gazette-Times, 11-30-19. 


THE CREDIT MAN’S CREED 

I believe in capacity. 

I believe in character. 

I believe in confidence. 

I believe in capital. 

I believe that capacity and character beget 
confidence and outweigh capital. 

I believe that confidence is the root of credit. 

I believe that credit is the corner-stone and 
cap-sheaf of business. 

I believe therefore, that the Credit Man is the 
governor of the*great engine of commerce and 
trade, in fact, that he is the ‘“‘greatest constructive 
force in business today.”’ 

But I am going to try not to get chesty over it. 

Dedicated to 
Associated Retail Cr. Men of Springfield, Mo., by 
John W. Byng, Manager The Credit Exchange. 





WEISSMAN’S DEBTS MAY AGGREGATE A 
MILLION DOLLARS 


Present Known Liabilities of Big New Haven 
Jobber put at $700,000—David Strouse 
Receiver—Assets $100,000. 


New Haven, Conn., Nov. 21.—While the 
present known liabilities of Joseph Weiss- 
man, jobber of men’s and women’s clothing. 
woolens, furs, etc., 178 State street, this city, 
are estimated by those close to the situation 
that when all of the debts are disclosed they 
will run close to the million dollar mark. The 
assets in sight disclosed are said to consist 
only of stock on hand, figured to have a value 
of about $100,000. 

Rumors current all this week about Weiss- 
man’s business culminated to-day in the ap- 
pointment of David Strouse as receiver, un- 
der a bond of $20,000. 

While the bankruptcy proceedings were be- 
ing instituted, New York creditors were be- 
ing organized by the New York Credit Men’s 
Association, which called a meeting at its 
rooms, attended by creditors with claims up- 
ward of $200,000. 





If all the year were playing holidays 
To sport would be as tedious as to work. 
—Shakespeare. 





GET A NEW MEMBER TODAY, 
WE MUST REACH THE 
TEN THOUSAND MARK 
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AN IMPORTANT LETTER FROM WORCESTER 


Editor Credit World, 
St. Louis, Mo. 


HE Convention number of the Credit World contained reports of 

statements made at the convention relative to the history of the 
Worcester Association which our Board of Directors believe to be not 
according to facts. We wish to have it known that we do not believe that 
this type of publicity was fair to the directors and members of our 
Association. 

In the discussion of noon-day luncheons, the noon-day luncheon plan 
was credited with rousing the Worcester Association from the dead and 
saving it from impending failure. The fact that the attendance at some 
of our meetings during 1918 diminished was the argument used to emphasize 
a falling off in the interest of our members. 

It seems that the fact was overlooked that the meetings at which the 
attendance was light came at times when the members were engaged in war 
fund drives and other activities tied up with the war. 


At our annual meeting in June, 1918, our attendance was 125, the 
largest in the history of the local association. 

The social side of our association has been considered of minor im- 
portance as Service has been the chief function that we have striven for. 
From June, 1917, to June, 1919, we have had one resignation, and our 
treasury was in a condition where we were able to give directly from the 
treasury $300 to the National Association to affiliate all our members with 
the National Association in November, 1918. 

We believe that this is sufficient to show that our organization was 
very much alive, and that our members were entirely satisfied with the way 
things were going. Our members were greatly surprised and disappointed 
to read in the Convention number of the Credit World that an entirely 
incorrect impression of the history of our organization had been presented. 

Our Board of Directors feel that it was an injustice to the man who is 
responsible for the marked success of our organization during the past two 
years, Mr. Alonzo M. Butterfield, who was president from June, 1917, to 
June, 1919. Mr. Butterfield has been the man behind the gun in our associa- 


tion and it is he who is responsible for the splendid condition that we are 
in today, and have been in right along. 


We will greatly appreciate it if you will publish these facts, so that 
any who may have read the Convention number of the Credit World may 
be set right as to the history of the Worcester Association. 

Very truly yours, 
ASSOCIATED RETAIL CREDIT MEN OF WORCESTER, 
JOHN D. HUGHES, Secretary. 
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BAD CHECKS 











FRANK PERKINS, EXPERT CHECK ARTIST—WATCH FOR HIM 


On November 14, 1919, Officer Lemkemeier of the St. Louis Detective Bureau, assisted 
by Officer Agee, arrested Frank Perkins, alias Frank Pearson, alias Frank Proctor, alias 
Frank Cole, after he had cashed a forged check at one of the hotels. In his grip they found 
several hundred printed check forms on the Troy Laundry Machinery Co., of Chicago; 
the Walworth Manufacturing Co., and J. I. Case Plow Co. 

Thinking they had a good catch, they got in touch with D. J. Woodlock, Executive 
Secretary of the Retail Credit Men’s National Association, who in turn telegraphed to the 
various branches of that Association in the large cities. It developed that Perkins had 
put over a check on two large department stores in this city, and that he was wanted in 
Chicago, Minneapolis, St. Paul, Indianapolis, Philadelphia, Pittsburgh, Columbus, Harris- 
burg, Pa., for passing checks on department stores and hotels of these cities. 

The checks were very clever forgeries, having been printed on official check paper and 
were copies of the checks on these well-known firms. They were in voucher form, and 
were supposed to be salary due Perkins as Salesman. 

When this was discovered, the Retail Credit Men felt they had one of the men who had 
been victimizing their members throughout the country. Woodlock interviewed Perkins 
at the jail and he admitted all these forgeries. He also admitted he knew the gang who 
were putting over the Holland Sugar Co. checks and who had them printed at a small 
printing shop in Chicago. The St. Louis Credit Association received telegrams and letters 
from a number of these cities, asking that when the authorities were through with him they 
send him to them, so they could make a case against him, and it was expected he would 
spend a number of years in the penitentiary. The preliminary hearing was set for Novem- 
ber 25th, in Judge Krueger’s Court, and we were astounded to find this man had been let 
out of jail on bond of $1,000.00, signed by a local attorney, and that this same attorney 
accompanied him to Chicago, presumably to get the money to make the checks good he 

had passed in St. Louis, and that thirty miles out of Chicago he jumped from a train and 
escaped. He is now at large, and as he is, no doubt, one of a gang of expert check forgets, 
will continue his work along these lines. 
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FRAUDULENT CHECK DEPARTMENT 


FORGER WORKS SEVEN BANKS FOR 
OVER $2,000 IN TWENTY-FOUR 
HOURS 


Tulsa, Okla., Nov. 6, 1919. 

On Tuesday afternoon, October 28th, Mr. 
Jacob, vice-president of the Exchange National 
Bank, reported that a party had endeavored 
to cash a check for $500 drawn on their bank 
on that date, made payable to cash and signed 
T. J. Ryan, endorsed by T. J. Ryan. When 
this party presented the check to the window 
the teller said to him, “You are not Mr. Ryan.” 
The man made some remark that he had just 
received the check and the teller then started 
to call Mr. Ryan up. The man presenting the 
check immediately left the bank and got away 
without taking the check with him. This man 
was described by the teller as follows: 

Age about 25 or 26 years, height 5 feet 10 
inches, weight 165 to 170 pounds, smooth face, 
brown eyes, dark hair. Wore a dark blue 
overcoat. 

On Monday, November 3rd, I was called to 
the Exchange National Bank by Mr. Moody, 
who introduced me to W. L. Eby, owner and 
manager of the Southwestern Garage, 211 
North Main street, who had just received his 
statement and cancelled checks for October, 
and among which checks he discovered one 
for $265 which was no good. This check was 
drawn on the Commercial National Bank, 
Muskogee, Okla., made payable to W. L. Eby 
in the amount of $265. dated October 27th, 
signed F. L. McCoy and endorsed W. L. Eby. 
The teller who cashed this check stated that 
this man who presented same came up to the 
window and showed him the check and asked 
him if he could get the cash on same if Mr. 
Eby endorsed it. The teller told him that he 
could and the man then walked away and re- 
turned in a short while with the endorsement 
of W. L. Eby on the back. The endorsement 
on the check was such a good imitation of the 
signature of Mr. Eby that the teller cashed it 
without any question. The teller describes 
the man just about the same as the description 
given above. 

On October 28th a man walked into the 
Central National Bank, presenting a check 
drawn on the Mississippi Valley Trust Com- 
pany, St. Louis, dated October 25th, check 
number 692 (the number written with ink), 
made payable to O. M. Lancaster and signed 
I. R. Turner. A protector had been used on 
this check and check was endorsed by O. M. 
Lancaster in ink and underneath the endorse- 
ment was written in lead pencil the name 
Hunter, 1010 East Third. The endorsement of 
0. M. Lancaster was so perfect that the money 
Was paid out without question by the paying 
teller. The check was returned protested, 
marked “No Account.” 

On October 28th this party walked into the 
First National Bank and presented a check 
drawn on that bank, payable to cash for $200, 
check being dated October 28th and perport- 
ing to be signed by R. J. Dickson, one of their 
customers, and endorsed by R. J. Dickson and 
G R, Richards. The endorsement of Dickson 
Was in ink and that of Richards in lead pencil. 


The signature of R. J. Dickson was so perfect 
that check was paid without question. 

On the same date, October 28th, this party 
walked into the American National Bank and 
presented a check drawn on the American Na- 
tional Bank, dated October 28th, payable to 
cash for $200, purporting to be signed by 
G. W. Moore and endorsed by G. W. Moore, 
a customer of the bank. In this instance the 
man secured the money without any further 
endorsement, the same being paid on the sig- 
nature, which is a perfect imitation of the sig- 
nature of G. W. Moore. 

On the same date, October 28th, this man 
went into the National Bank of Commerce and 
presented a check drawn on the First State 
Bank, Dallas, Texas, dated October 25th, 
check number 86 (the number being written 
in ink), made payable to W. H. Bagley, a 
customer of the bank, in the amount of $200. 
Check was signed C. A. Holland and endorse- 
ment W. H. Bagley. The teller paid the 
money without question on the endorsement. 
Check was returned. protested and marked 
“No Account.” 

On the same date, October 28th, this man 
went into the Liberty National Bank and pre- 
sented a check at the teller’s window drawn 
on the Liberty National Bank, dated October 
28th, made payable to cash in the amount of 
$300, purporting to be signed by Charles 
Stunkard, a customer of the bank, and en- 
dorsed Charles Stunkard and E. B. Davis. 
The endorsement of Stunkard in ink and that 
of Davis in lead pencil. The money was paid 
out without question on the signature. 

Late in the afternoon of the 28th, after 
banking hours, this man went into the First 
National Bank and presented to the chief teller 
a check drawn on the First National Bank, 
dated October 28th, made payable to cash in 
the amount of $60 and purporting to be signed 
by G. O. Hollow and endorsed by G. O. Hol- 
low. The teller looked up this account and 
found that there was not money enough in the 
account at the time to take care of the check, 
but on account of the fact that Mr. Hollow 
is a good customer and the signature being a 
perfect imitation, the money was paid in spite 
of the fact that they did not have sufficient 
funds in the account. 

On October 29th the man walked into the 
Liberty National Bank and presented another 
check drawn on the Liberty National Bank, 
dated October 29th, made payable to cash in 
the amount of $200 and purporting to be 
signed by J. S. Lanberton, a customer of the 
bank, and endorsed J. S. Lanberton. Money 
was paid without question on the signature. 

On the 12th a check drawn on the Bank of 
Blackburn, Blackburn, Mo., dated October 
27th, numbered in ink, 501, payable to P. D. 
Seward in the amount of $160 and signed by 
F. B. Downing. The check was endorsed by 


P. D. Seward, a customer of the bank, but 
while the teller went to look up this account 
the man left the bank without waiting for the 
teller to come back. The signature of P. D. 
Seward was perfect and the money would 
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have been paid if the man had waited long 
enough. : 

On October 28th the forger went into the 
Union National Bank and presented a check 
drawn on the Union National, dated October 
28th, payable to cash in the amount of $300, 
purporting to be signed by J. C. Atkins, a 
customer of the bank, and endorsed by J. C. 
Atkins. The money was paid without question 
on the signature. 

Practically the same description of the 
forger is given by all the tellers who cashed 
checks for him. The age runs from 25 to 35, 
which is the greatest difference. He is de- 
scribed by everybody as being a man of good 
appearance and pleasing address. Nearly 
everyone states that he was dressed in blue or 
dark clothes and dark overcoat of rough ma- 
terial. Some say he had brown eyes and 
others blue. Most of them say he was of dark 
complexion while some claim he was light, but 
none of them are absolutely sure as to this. 

The general description of the man tallies, 
however, and it looks as though this work was 
done by one man. 

The total losses sustained by the banks as 
far as returns have come in are as follows: 


American National Bank, one check....$ 200 
Central National Bank, one check....... 300 
Exchange National Bank, one check.... 265 
First National Bank, two checks........ 260 
Liberty National Bank. two checks..... 500 
National Bank of Commerce, one check. 200 
Union National Bank, one check........ 300 

$2,025 


This makes a total loss, as per above, of 


$2,025. 


Birmingham, Ala. 
Liberal Record—Look Out for Worthless 
Check Operator—Liberal Reward. 

L. P. Coe, white man, 28 years old, 5 feet 9 
inches tall, weight 136 pounds, red, bushy hair, 
fair complexion, clean shaven, brown eyes; 
has large scar about left ankle caused from 
being injured several years ago; has effeminate 
hand, which is very noticeable; neat dresser; 
usually wears cameo stick pin in tie. This 
man is a former ticket agent and has been em- 
ployed in Birmingham, Ala., Jacksonville, Fla., 
and cities in North Carolina. Gave check 
under name of L. P. Coe on the Florida Na- 
tional Bank, Jacksonville, Fla., for $200, and 
has passed several other checks and is wanted 
at this point for obtaining money by false pre- 
tense, using the instrument of a worthless 
check. This man’s father and mother live at 
Toccoa, Georgia, and he has a wife in Char- 
lotte, N. C. If apprehended, send notification, 
at our expense to Bodeker’s National Detec- 
tive Agency, Inc., 209-10-11-12 Brown-Marx 
Building, Birmingham, Ala. 


Oklahoma City, Okla. 
R. S. Davis Puts ’Em Over. 
R. S. Davis is the name used on “stacks” of 
“no account” checks from last Saturday to 
date. Davis is described as being 24 or 25 
years of age, light complexion. 145 to 150 
pounds. Wore dark blue suit, black soft hat 
and checkered overcoat. Claimed he was a 
traveling salesman for a Kansas City firm. 
Twenty to thirty dollars were the amounts of 
his checks and local pickings were good. 


Springfield, Mo. 

Look out for this man! He may be in your 
community and victimize some of your mer- 
chants. 

On October 24th, a man representing him- 
self to be R. C. Coussens presented a check 
for $83.70 in payment of merchandise amount- 
ing to $50 and was given the balance of the 
face of the check in cash. The check was 
signed James E. Harvey, drawn on the Lin- 
coln Savings Bank & Trust Co. of Louisville, 
Ky. 

The party stated that he was representing 
G. N. Sewell & Co. of 803 W. Madison St, 
Chicago, a picture enlarging and framing con- 
cern. He explained that Mr. James E. Harvey 
was his road manager, generally known as a 
crew manager, and that he was working under 
Harvey and the amount of the check repre- 
sented back commissions due him. 

The check was returned with the notation 
of the Lincoln Savings Bank & Trust Co. that 
the bank had no such an account. 

Coussens is a man about 36 years old, very 
well dressed, medium, dark complexion, has 
a nice appearance, carries himself well, stands 
erect, smooth face, and when in Springfield 
wore a dark suit. In the lapel of his coat 
was a Shriner’s button. As is generally known 
such impostors impose on any lodge or or- 
ganization where they think the game may be 
easily worked. He might wear the emblem 
of some other lodge or organization when he 
gets into vour town. Some of them even go 
so far as to pose as ministers and various 
professional men. 

We will ask you to give this as much pub- 
licity as you can in your community and you 
and your fellow-merchants, of course, will be 
on the lookout. 

When in Springfield he inserted ads in the 
daily newspapers calling for agents and can- 
vassers. 

If located, arrest and notify by wire.—Jno, 
W. Byng, Secretary. 


Denver, Colo. 

E. K. Krumm, purporting to have come to 
Denver from Omaha, Neb., recently put over 
a few bad checks in Denver on one of our 
hotel members. 

E. K. Krumm is about 6 feet tall, well built, 
very good looking, a good dresser, and a 
fluent talker. He is accompanied by a woman, 
who is very good looking and also a very 
fluent talker. 

They left Denver for Omaha. We under- 
stand that they have operated at Central City, 
Neb., also at Dodge City. They issue checks 
on the Bank of Kimball; Kimball, Neb. 


Tulsa, Okla. 


Lee Kunsman Catches One. 

A man by name of Cannon from Oklahoma 
City passed a check for $60 on Lee Kuns- 
man this week. He didn’t know one thing, 
and that is that Lee won’t stand for people 
giving him bum checks. The man had a pass 
book showing deposits of over $3,000 im 
the American National Bank of Oklahoma 
City, after being caught he admitted that he 
had no money in the bank. To make a long 
story short he is now in the County Jail 
awaiting trial. 
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FRAUDULENT CHECKS 


BE. B. HELLER, Heller & Livingstone Clothing 
Co., St. Louis. 

In every country, in every community, and 
jn every association you will find conserv- 
atives and radicals. Both are necessary and 
one acts as a balance wheel for the other. 

Upon the question of fraudulent checks, 
the writer wishes to be classed with the rad- 
icals, aS conservatism as practiced by the re- 
tail merchants, has failed to correct the evil. 

Let us get down to the source—the very 
birth of the fraudulent check operators. They 
are but the legitimate offspring of the retail 
merchant’s present day policy of doing busi- 
ness; and it is strictly up to the retail mer- 
chant to exterminate their ungrateful off- 
spring. 

Publicity has been tried and in no small 
way, still the game goes merrily on. So pub- 
licity must be eliminated and a substitute 
tried to the same extent as was publicity. 

Now what is the logical substitute? Sup- 
pose we consider this from a reverse angle. 
A man walks into a bank, approaches the 
paying teller, and states ‘“‘He wishes to pur- 
chase a suit of clothes.’”’ The teller would 
very promptly refer him to a clothing store. 
When a man enters a clothing store and re- 
quests the proprietor or Credit Manager to 
cash a check, he should be, with equal prompt- 
ness, referred to a bank. 

The question is asked: ‘‘Suppose the man 
who makes a purchase and presents a check 
in payment (which is usually in excess of the 
purchase), what would you do?” If the man 
is honest in his intentions, he will either pre- 
sent some one known to the merchant, who 
can identify him, or will consent to the deliv- 
ery of the merchandise after the check has 
cleared. If he is a non-resident, more the 
Teason, the merchandise should be held until 
you can get in communication with the bank 
or hold the merchandise until the check 
clears. If the purchaser is leaving for home 
and is in a hurry for the merchandise—send 
itto him C. O. D. It will reach the destina- 
tion as soon as the purchaser. Does this not 
give the merchant every opportunity to avoid 
missing a sale? The man or woman who will 
not consent to one or the other of the above 
arrangements, lay themselves open to a just 
suspicion and should inspire the Credit Man- 
ager to doubt the honesty of their intentions. 

Isnt’ it the height of folly to exchange your 
merchandise for a piece of paper—upon which 
is written the name of a person unknown to 
you and to whom, in nine cases out of ten, 
you would not extend the privilege of a charge 
account? 

We concede to the successful merchant and 
Credit Manager a liberal supply of gray mat- 
ter. We know their success is due to their 
f00d judgment and brains. Thev, however, 
do not concede brains to the fraudulent check 
Passer, but attributes their successful criminal 
career to nerve. 

Nerve or brains, call it what you will, you 
Must admit that the pen and ink artists, male 


or female, are every day outguessing the 
brightest minds in the mercantile world. 
Their success compels us to halt in out daily 
labor and enquire: ‘‘Is nerve a more valuable 
asset than brains?’ It is painful to confess 
that these nervy individuals surely make our 
intelligent Specialists on Credits and the 
merchants themselves look like beginners. 

If the bogus check passer, in a battle of 
wits with the credit men and merchant, prove 
more successful, then we are forced to admit 
their superiority. If their nerve is getting 
the better of our judgment and brains, then 
we must fight them with other weapons. 

Every effort is made to capture and prose- 
cute shoplifters, pickpockets and burglars. 
House detectives are employed, burglar 
alarms installed and night watchmen placed 
upon the pay roll. What agencies are em- 
ployed to capture the fraudulent check passer? 
Publicity and trying to match your wits 
against theirs; and results show—that the 
crooks win more often than they lose. 

When a “Hot Check” passer is arrested, 
how often are they prosecuted? Four out of 
five are not. Ask the police department of 
any city why they do not exert themselves 
more to arrest this class of criminals. They 
will tell you ‘“‘Because the merchants will not 
prosecute.”’ 

Publicity has failed—failed completely, 
even to reduce the number of bogus check 
overators. Now what is the next step to take? 
BECOME’RADICAL—Don’t cash a check for 
any one who is not known to you or who can- 
not produce some one who will not only iden- 
tify them, but will endorse the check. The 
banks require this—are you more of an expert 
on checks than they? 

Conservatism, like publicity, has proven it- 
self not to be the remedy. Why not become 
an extremist on the check proposition? 





Fraudulent Check Committee 

The interest manifested in the curtailment 
of losses on fraudulent checks and the work 
in connection therewith has become so ex- 
tensive that the committee has decided to 
have this work handled, to a large extent, by 
State ‘“‘Zones’’ instead of the larger territorial 
groups outlined in Mr. Nelson’s St. Paul ad- 
dress, and the committee desires to secure 
the name of one live wire member in each 
State, who will act as the manager for this 
work in his State. The committee also de- 
sires to secure the name of an active mem- 
ber in each good sized city who will co-operate 
with the State Manager; and the committee, 
in presenting his work to the members and 
merchants in his particular city. 

Please send all such names and suggestions 
immediately to E. W. Nelson, Rudge & Guen- 
zel Co., Lincoln, Neb. 

Detailed operating plans are being care- 
fully prepared and will be announced at the 
earliest possible moment, consistent with 
good work. 
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New Orleans, La. 


Chev. Villars, credit manager of Mayer, 
Israel & C Du, New Orleans, reports young man, 
20 years of age, 5 feet 6 inches tall, clean 
shaven, athletic build, about 160 pounds, tried 
to pass checks of Planters Bank, Clarksdale, 
Miss. Amount $200.00, payable to Julian E. 
Roberts, and signed C. A. Roberts. The check 
is very poorly written. 


Spokane, Wash. 


Fraser, James F., claimed to be with Fox 
Moving Picture outfit, gave check on Spokane 
& Eastern Trust Co. to Eilers Music Co. for 
$200.00 on $20.00 deposit on a $60.00 phono- 
graph. Phonograph was delivered at 6 o’clock. 
Sold phonograph before midnight. Gave an 
address as Coeur d’Alene Hotel but stayed, one 
night at 925 W. Fifth, when he paid for a week 
in advance by giving a check for $3.00. 

Description: 5 feet 9 inches. Wore cream 
colored suit with black stripe. Coat the same 
color without the black stripe. Very promi- 
nent roman nose. Stockily built but not fat. 
Weighed about 155 to 160 pounds. Medium 
colored hair. Made $20.00 deposit in Spokane 
& Eastern Co. 


Rockford, IIl. 


The police arrested M. Calvin De Haven, 
alias Wm. L. Jones, for forgery just out of 
army. Enlisted in Medical Corps under name 
of Walter Callahan. Twenty-two years old, 
5 feet 9 inches, 134 pounds, ruddy complexion, 
black hair. 


Richmond, Va. 


Retail Merchants Association, Richmond, 
Virginia. Several checks were given Nov. 11- 
13th, 1919, by a young white woman about 
25-30 years of age, height 5 feet 7 inches, 
slender built, stoop shoulders, dark hair. Had 
tatoo marks on forearm and head bandaged, 
result of accident. Had appearance of circus 
woman or actress. Wore dark blue suit and 
angora shoulder scarf with fringe. If located 
notify this association—W. A. Clarke, Jr., 
Secretary. 


Asheville, N. C. 

I herewith enclose a check that was given 
us some time ago by a young fellow, named 
Reginald Spufford, who is masquer rading under 
title of a Scotch Highlander. This party has 
been going around and defrauding parties, evi- 
dently under an assumed name, claiming that 
he has been overseas for several years and 
hailing from Toronto, Canada. I suggest that 
vou send out this notice, especially to the 
Southland as I understand that he left here a 
short time ago going south. 


This party was about 6 feet tall, looked to 
be about twenty-two years of age. Claimed to 
have one eye shot out, which was bandaged up. 
Used a cane and limped. Weighed possibly 
130 he maple Lipinski, Bon Marche Ashe- 
ville, N. C. 


Knoxville, Tenn. 
The Retail Credit Men’s National Association, 
Equitable Bldg., St. Louis, Mo. 

Gentlemen: We _ herewith enclose two 
checks which amount to $35.00, in order that 
you might make a drawing from them and 
enter same in your next “Credit World” as a 
forgery. 

These checks were given us by a lady who 
appeared to be rather familiar, who was about 
35 years of age, rather tall, weighing pe rhaps 
135 to 145 pounds, having a small face, wearing 
small black hat, blue coat suit and tan grey- 
topped shoes. She victimized practically the 
largest stores of Knoxville, which will amount 
to about $140.00. This lady we found went to 
the Union National Bank of this city and de- 
posited $80.00 in the name of Mrs. Frank 
Yorke, later going to the different stores and 
asking the clerks through the store who the 
proper authorities were to whom she could go 
to get checks cashed. Then she would apply 
to the credit man, call him by his name, for 
the checks to be cashed. After receiving cash 
on the $10.00 check, she applied to the Credit 
Department of our store and asked for a form 
to fill out in applying for a charge account, 
from which you can see she is a slick artist. 
She gave us her former address at 6522 Sheri- 
dan Road, Chicago, Ill. Giving her present 
address as 622 W. Cumberland Ave., this 
city, which later was found to be false informa- 
tion. The references which she gave us were 
all from Chicago, which were also false. Be- 
fore her first check which the bank had veri- 
fied, and the information for which we wired 
could be received, she applied to the credit 
man for another check of $25.00 to be cashed. 


Defeating Justice. 

Naturally after the bank had verified the first 
$10.00 check, which had not yet been returned 
for insufficient funds, we cashed her $25.00 
check, but later found them to be forgeries. 
This lady gave her husband’s business as 
traveling salesman for the Ford Ice Mfg. Co., 
out of Chicago, Ill., and up to this time we 
are unable to find any record of any such firm. 


Any information you might receive con- 
cerning this check artist will be highly appre- 
ciated by us.—Yours truly, The M. M. New- 
comer Company, Per W. E. Horton, Secretary. 

This lady went back and drew her money 
out of the bank after she got all these checks 
out. 


THREE WORDS 


There are three words, the sweetest words 
In all of human speech, 

More sweet than are all songs of birds 
%- pages poets preach. 

This life may be a vale of tears, 
A sad and dreary thing; 

Three words, and trouble disappears 
And birds begin to sing. 


Three words and all the roses bloom, 
The sun begins to shine; 

Three words will dissipate the gloom 
And water turn to wine. 


Three words will cheer the saddest days: 
“T love you?” Wrong, by heck! 

It is another, sweeter phrase— 

“Inclosed find check.” 





=: . —_? 


— eee Oe OD 


a 





iation, 


two 
‘rt that 
n and 
” 2 


y who 
_ about 
erhaps 
rearing 
| grey- 
lly the 
mount 
vent to 
ind de- 
Frank 
‘es and 
ho the 
ould go 
d apply 
me, for 
ng cash 
- Credit 
a form 
iccount, 
< artist. 
2 Sheri- 
present 
e., this 
nforma- 
us were 
se. Be- 
ad veri- 
e wired 
e credit 
cashed. 


the first 
returned 
r $25.00 
orgeries. 
iness as 
Tfg. Co., 
time we 
uch firm. 
ive con- 
ly appre- 
M. New- 
ecretary. 
r money 
sc checks 


ords 














THE CREDIT WORLD 31 





Wichita, Kans. 


Wichita, Kans., Warning. 

Two female fraud check artists yesterday 
made fraud bank draft deposits; one tall, 5 
feet 8 inches, weight 130 pounds, age 35, light 
hair, brown suit; the other short, 5 feet 4 
inches, weight 130 pounds, age 30, dark hair, 
black suit, black canteen bag. Names: Mrs. 
Earl Dickerson and Mrs. A. D. Dall. 


Nashville, Tenn., and Norristown, Pa. 

Look out for and arrest one Charles T. 
Burdick, white man, 50 or 60 years old, about 
5 feet 7 inches tall, weight 150 pounds, slightly 
gray, well groomed, good dresser, has a very 
pleasant appearance. Represents himself to be 
a professor in a school in Norristown, Pa. 
Claims to have had an attack of rheumatism, 
and had just recovered sufficiently to start 
back to his duties in school in Norristown. 
Shows a letter on stationery of the Board of 
Education of Norristown, Pa., signed by a 
trustee of the school congratulating him on 
his regaining his health, and enclosing him a 
check for $140, as a month’s salary in advance. 

This party seems to be operating among 
the larger dry goods stores. The checks are 
on the People’s National Bank of Norris- 
town, Pa., are filled out on the typewriter and 
signed by L. L. Blanks, handwriting as that 
of the party signing checks. From letter 
received from the People’s National Bank., 
Norristown, Pa., this party seems to have 
passed a number of such checks over the 
country. 


St. Louis, Mo. 

Woman buying at specialty store’ selects 
$552.67 worth of goods, ordered sent to 
Ranger, Tex. Gives check on First National 
Bank of Ranger, signed Miss Grace G. Ham- 
man, care of Jake Hamman. Returned, “No 
Account.” 


Check drawn on Miners’ Trust Co., Joplin, 
Mo., signed R. B. Lang. Returned, “No Ac- 
count.” 


Cleveland, Ohio. 

Issue warning checks on Union Securities 
Co, Dayton. Man about 23, smooth face, 
tosy cheeks, dak complected, pleasant, fur 
collar coat, 5 feet 10 inches, 150 pounds. — 


W. H. Gray. 


Nashville, Tenn. 


Watch out for checks on points in Arkansas 
drawn by Claude Roberts, Claude Warren, or 
Claude Watson. Gives address as Columbia 
Military School, Columbia, Tenn. Young fel- 
low about 5 feet 6 inches, weighs about 150 
pounds, clean shaven, well dressed, wanted in 
Nashville, also Descha County Bank, Watson, 
Ark—R. H. Poindexter. 


Carter Pay Checks Stolen. 

Some pay checks of the Carter Oil Company 
Were stolen and endorsements ,forged this week. 
One of them made payable to S. M. Mackey 
for $27.50 was cashed at the Dunlap store. 
A man accused of stealing the checks is now 
im the County Jail but has filed plea of not 
guilty, 


Coffeyville, Kans. 
A Crooked Female. 

This one in particular known as Mrs. Sar- 
gent, or Mrs. Whiting, Price, King, or some 
other alias. Well dressed, wearing a tan suit, 
with a long plush scarf, tall, slender, semi- 
blonde, visited our city last Thursday. Stop- 
ping at the Iron Mountain Hotel, informed the 
proprietor that she had to come up town and 
get some checks cashed. She came and she 
did about $100.00 worth, securing a big arm- 
ful of merchandise and some money. Made 
the return trip to the hotel, called a_ taxi 
and met the interurban at West Coffeyville for 
Independence. This is the third time this 
party has worked the merchants here. The 
first time was a credit at several stores. Sec- 
ond was soliciting for soldiers’ wives. She 
was caught at this by the Secretary and taken 
to the police station and relieved of what 
money she had left out of her donations, 
which was turned over to the Salvation Army 
and the Red Cross. We have a reward of 
$15.00 offered for her and have good pros- 
pects of catching up with her in the next few 
days. 


Niagara Falls, N. Y. 

Possessed of an engaging presence, honest- 
looking blue eyes and blond hair and a good 
singing voice, a young man who gave his name 
as L. M. Hersch, and who said his home town 
was Kansas City, Mo.; victimized a number of 
Falls residents by passing foney checks. Dur- 
ing the short time that he operated in this 
city Hersch is said to have cleaned up several 
hundred dollars. With the worthless checks 
he is said also to have left behind him in the 
city a number of disconsolate young women. 
For as one of his victims expressed it to 
Desk Sergeant James Hehir today, “He cer- 
tainly was a devil with the ladies.” 

Hersch said he represented the Waterson- 
3erlin Song company of Buffalo and his busi- 
ness was boosting songs. His territory was 
this city and Hamilton, Ont. He sang at the 
Armistice night ball at the armory and 
opinions differ as to the hit he made. He made 
a hit with one young lady, however. for the 
next day he presented himself at the store 
where she worked and bought a small bill of 
goods and presented a check for $15 in pay- 
ment. The check was returned marked no 
funds. 

Others who were victimized by Hersch were 
Harry Jacobs of Fourth street, and Abraham 
Katz of Ferry avenue. They cashed checks 
totaling $40 for Hersch and today received 
notice from the Buffalo bank on which they 
were drawn stating that there were no funds 
in the bank to Hersch’s credit. 


Wichita, Kans. 


Two female fraud check artists yesterday 
made fraud bank draft deposits. One tall, 
5 feet 8 inches, 130 pounds, age 35, light hair, 
brown suit; other, short, 5 feet 4 inches, 130 
pounds, age 30, dark hair, black suit, one black 
canteen bag, names Mrs. Earl Eickerson, Mrs. 
A. D. Dale. Arrest, advise Merchants Credit 
Bureau. 











32 THE CREDIT WORLD 





Mr. D. J. Woodlock, Executive Secretary, 

National Retail Credit Men’s Association, 

St. Louis, Mo. 
My Dear Mr. Woodlock: 

We wish to report a bad check which was 
presented to us by a former Captain in the 
army, his name being Capt. Frederick R. Wil- 
liams. This party had a charge account with 
us which we carried for a few years, it being 
a satisfactory account. He called at this 
office on September 9 and made purchases 
amounting to $149.00 and also had a check 
for $100 cashed. His check was returned 
from the bank marked “No account.”’ 

The writer took the matter up with the 
Adjutant General’s office and finds that Capt. 
Williams was sentenced to five years at hard 
labor, under court martial, broke his confine- 
ment, and is a prisoner at large. 

It might be well to notify other people 
through the “Credit World’”’ in case that he 
should attempt to cash a check at any other 
place in the country. 

WM. FILENE’S SONS CO., 
Boston, Mass. 
L. T. McMAHON, Credit Mer. 
Mr. D. J. Woodlock, Sec., 
Retail Credit Men’s Natl. Association, 
Equitable Bldg., 
St. Louis, Mo. 
Dear Sir: 

Please publish in the next issue of the 
“Credit World’ in your ‘‘Addresses Wanted”’ 
department the names, Car] C. Filler, for- 
merly 216 Fifth street; later Hotel Statler, St. 
Louis; later Hotel Marquette, St. Louis; Ho- 
tel Dixon, Kansas City, Mo.; Montevideo, 
Minn. This party was formally connected 
with the State University at this place in the 
extension department. We understand that 
he is engaged in the same business at this 
time, but we do not know where. 

Also, kindly publish J. H. Parsons, for- 
merly Magnolia avenue, this place; later Wall 
street, Waterbury, Conn.; later going to Chi- 
cago, Ill. 

Thanking you in advance for your atten- 
tion, we are Yours truly, 

JIM ANDERSON COMPANY, 
Knoxville, Tenn. 








Des Moines, Ia. 
The Associated Retail Credit Men and Credit 
Bureau of St. Louis, St. Louis, Mo. 

Gentlemen: Re Harris Emery Co., collec- 
tions. Our client, the Harris Emery Company 
of Des Moines, lowa, suggested that we: ask 
you to furnish us the addresses of the follow- 
ing debtors: 

Mr. C. M. Meeker. who formerly lived at 
1440 20th St., Des Moines, Iowa, and had 
moved to Chicago the last report. 

Miss Dora Porter, who formerly lived at 
1428 East Grand Ave., Des Moines, Iowa, and 


had moved to San Francisco, Cal., at the time 
of the last report. 

Hoping that you can furnish us with this 
information. 


Yours truly, 
MILLER, PARKER, 
RILEY & STEWART. 





LAW CLEARS COLUMBUS OF BAD 
CHECK EVIL. 


Paper Which Returns Marked “Insufficient 
Funds” May Send Writer to Jail. 


In Columbus, Ohio, the presentation of 
checks, not backed by sufficient funds has 
ceased practically in Columbus stores. The 
present legislature some time ago passed a 
law, making it a penitentiary offense to present 
a check which later would come back to the 
store stamped “insufficient funds” by the 
bank. 

As soon as the law went into effect the 
Columbus Retail Merchants’ Association got 
busy. Manager Lynn Revenaugh caused the 
arrest of a man, who passed such a check for 
$1.97. The test case was made on a check of 
small amount, so that the legal action would 
not have the appearance of seeking to collect 
a bad account. The preliminary hearing took 
place in the municipal court and the maker 
of the check was bound over to the grand jury. 
It is expected that the case will come up at 
the session of the grand jury in December. 

In the meantime, people who have been in 
the habit of buying merchandise with checks, 
which are written with the knowledge that 
there is not enough money in the bank to 
cover them, are keeping clear of Columbus. 
Through the medium of a special detective 
employed by the association for such cases, a 
merchant no sooner gets a check back from 
the bank, marked “insufficient funds,” than the 
detective looks up the person drawing the 
check and demands the cash at once. He 
threatens the filing of a warrant charging a 
penitentiary offense if the check is not made 
good in an hour. Since the law went into 
effect and pending the test of the law, not a 
single case of a merchant being defrauded i in 
this way has occurred. The Columbus plan 
is being copied by other cities. 








BOGUS TRAVELERS’ CHEQUES 


Clique of Swindlers finding many victims among 
hotel men with a clever scheme} 


At the present time there is operating in the 
Southern States a band of swindlers who are de- 
frauding hotel men by the means of a cleverly 
gotten up travelers cheque purporting to be is- 
sued by the Tourists and Travelers Cheque Co., 
drawn on the Old Colony Trust Co., Boston, 
Mass. The entire check is fraudulent and has 
been especially made for the use of this clique. 





S.S. KLEIN. A bank at Catonsville, Md., re- 
ports having been defrauded by one S. S. Klein 
by means of two worthless checks, drawn on the 
U. S. Mortgage & Trust Company, New York 
City. Both checks were returned protested as 
being bogus. The operator while in the vicinity 
of Catonsville was employed as a trained nurse. 
He is very intelligent and well educated and said 
to be a chemist as well as a trained nurse. His 
checks are protectographed and purport to have 
been issued by the American Health Bureau, 
Washington, D. C. He is described as follows: 
Height, 5 feet 7 inches; weight, 120 pounds; eyes, 
dark; hair, dark; smooth thin face. 
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Holyoke, Mass. 


National Credit Association, Equitable Bldg., 
St. Louis, Mo. 

Gentlemen: Will you please lend your as- 
sistance in helping to locate one Alfred Hill, 
Dale street, Aldenville, Chicopee Falls, Mass.? 
Formerly chef at Elks Club, Boston, Mass. 
Later employed at Westinghouse Electric. 

Any information with regards to same will 
greatly oblige. 

Yours very truly, 
PARFITT FURNITURE CO., 
JAMES BOWER, 
Credit Manager. 


Schenectady, N. Y. 


We have had a most unfortunate experience 
here with four Italians. The names they went 
by while here were Guiseppe Distetano (or 
De Stefano), Frank Rizzo, J. Partanno, Al- 
fredo Pace. It developed that Distefano was 
the leader. He ran a wholesale and retail 
grocery, dealing largely in olive oil, Italian 
cheese and groceries. His appearance was that 
of a successful merchant, and he was a very 
fluent talker. He was an exceptionally well 
dressed man. His method of operation was as 
follows: 

He established an A-1 credit rating both in 
the banks and in all of the leading wholesale 
houses in this city, buying upwards from 
$500 to $700 at one time, and paying in full 
within ten days. After following this plan out 
until he was regarded as a successful merchant 
he branched out on the strength of his good 
references, and obtained credit in many of the 
stores, especially in jewelry stores and depart- 
ment stores. Less than one week ago he sud- 
denly disappeared, as did also the other three 
Italians. Upon entering his store it was found 
that his shelves, which were apparently heav- 
ily stocked with imported oils in gallon and 
one-half gallon cans, proved empty. The 
merchandise from the other stores had been 
entirely removed, and absolutely no trace up 
to the present time has been found. They 
paid for some jewelry with worthless checks. 


There is a warrant out for the arrest of 
Rizzo and Distefano on the worthless check 
charge. One peculiarity was noticed when 
opening an account, each one of them would 
produce from his pocket a number of recently 
paid bills, which were paid to local and out-of- 
town wholesale houses. 

From the fact that they all followed this 
Same idea established a belief that it was a 
plan which they had cleverly worked out 
among themselves. The local police state that 
they did similarly in Boston some time ago. 

If you would like to publish the points of 
this transaction which to your mind seem im- 
portant, in the Credit World. I believe it might 
@€ a means of saving members in some dis- 
tant city from being defrauded the same as 
many have been here. as in all probabilities 
they have moved to a new field for their opera- 
tions. Sincerelv yours, 


G. EDMONDS. 


RETAIL CREDIT EFFICIENCY. 


Henry Waszkowski, Credit Mgr. Hausmann, 
Inc., New Orleans, La. 

This is written with the hope that some 
Credit Department will explain the methods 
under which they operate, and with this idea 
in view, I take pleasure in explaining our 
system. 

When a request for a Charge Account is 
received, we have the questions on the Regu- 
lation Credit Bureau Blank answered, com- 
municate with our Credit Bureau, whether 
references are furnished or otherwise, satis- 
factory information received, we grant the 
request explaining our terms as for the col- 
lection of accounts—on our Delinquent List, 
Sept. 30th, 1919, were 230 accounts 60 days old 
(this being the time limit agreed upon by the 
Credit Men of the New Orleans Bureau, but 
which in my opinion, should be reduced to 
30 days). September 24th, there remained 
but 40 of which 20 had paid on account. We 
make no exceptions with our customers, all 
over 60 days go on our List. Our first re- 
quest is this notation on the statement (mailed 
in plain envelope): 

“Successful business demands prompt col- 
lection. We request prompt payments in the 
same courteous manner that we solicit your 
esteemed patronage; both are necessary to our 
success.” 

No reply by the 10th, our “silent *phone” 
adopted from a discussion heard while at the 
N. R. C. M.’s Convention in St. Paul, is 
brought into use. By this method, we do 
most of our collections, obtaining a direct 
interview with our customer, or by our col- 
lector. Real hard customers, a letter in plain 
white envelope addressed in a lady’s hand- 
writing to the gentlemen, and vice-versa to 
ladies. (Only where we feel safe for vice-versa 
to know.) Several parties have disregarded 
our regular envelopes and fell for this plan. 

If we fail with the above, the greatest 
boone to the Credit Men, the Bureau is called 
upon to send collection letters, which we find 
has a better effect than placing the account 
in the hands of an attorney. The getting 
behind our people; it appears about one out of 
every thousand will get peeved and close their 
account, only to return again and become a 
good credit customer. 

If you agree with me, the above is a fair 
system in which to handle credits and collec- 
tions, two things are very essential: 1st, 
absolute control of everything known as 
Credit Department, and above all, no inter- 
ference from the one higher up. Interference 
of this kind decreases the efficiency of the 
Credit Department; 2nd, close co-operation 
with your Bureau in giving, changing, and ob- 
taining ratings; also all other requests they 
desire. 

In conclusion, I congratulate myself on the 
fact that my employers appreciate my service 
in the Credit Department, showing enthusiasm 
in every case, by upholding the action of the 
Credit Man. 

Gentlemen, if you have something more ad- 
vantageous, let me hear from you. Thanks. 
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PAY-YOUR-BILLS-PROMPTLY DAY TO BE 
IMPORTANT FEATURE OF NATIONAL 
THRIFT WEEK. 

Motion picture films will deliver the urge, 
PAY YOUR BILLS PROMPTLY in all parts 
of the land during National Thrift Week, 
which begins on Benjamin Franklins’ birth- 
day, January 17. 

The Thrift Week campaign, which will be 
conducted by the Y. M. C. A. will be largely a 
matter of publicity. There will be thrift post- 
ers, window display cards, newspaper stories, 
motion picture trailers in the theaters—on 
the general plan of a Liberty Loan or Red 
Cross drive. 

Credit men can help make Thrift Week a 
success by aiding the local ‘‘Y’’ committee in 
their respective towns to “‘sell’’ the big thrift 


idea through the power of publicity. It is 
quite possible that, unless the credit men are 
warry, the local committee may call upon 


them to give thrift talks in schools, theaters, 
ete. 
The Thrift Week schedule is as follows: 
Saturday, January 17—Open a Savings Ac- 
count Day. 
January 18 
Others Day. 
January 19—Life Insurance Day. 
January 20—-Own Your Own Home Day. 
January 21—-Make a Will Day. 
January 22—Thrift in Industry Day. 
January 23—Family Budget Day. 
January 24—Pay Your Bills Promptly Day. 
The fact that Pay Your Bills Promptly 
Day comes at the end of the eight-day Thrift 
Week, does not mean that was considered the 
least important by the “‘Y’ committee. The 
idea was that Pay Your Bills Promptly Day 
would give Thrift Week a strong ending. 
The “‘Y’’ general committee has selected 
the Rothacker Film Manufacturing Company 
of Chicago to make the Thrift Week trailers 
which will be shown in the theaters. Nega- 
tives for these trailers are being prepared 
now. Into these Thrift Week negatives the 
company is putting the same quality of work 
as goes into the negatives for an industrial 
or advertising film. And the prints will be 
made with the same careful precision as is 
exercised when a negative of, say, Mary Pick- 
ford or Charlie Chaplin arrives for multiplica- 
tion into hundreds of prints for the theaters. 
There will be a trailer for each day of 
Thift Week. Each trailer will be 100 feet 
long, about the same length as was the aver- 
age Liberty Loan trailer. One-fourth of a 
trailer will be taken up with one of the “‘Y”’ 
campaign posters brought to life in an ani- 
mated cartoon. The remainder will be de- 
voted to short, snappy sentences on thrift. 
This will give vou an idea of what the read- 
ing matter on the Pay Your Bills Promptly 
trailer will be: 
NATIONAL THRIFT WEEK 


Share Your Income With 


JAN. 17-24. 


Pay Your Bills Promptly. 
His brow is wet with honest sweat, 
He earns what e’er he can; 
He looks the whole world in the face, 
For he owes not any man. 
—Longfellow. 





Pay Your Bills Promptly. 

The fault of the age is spending money be- 
fore you earn it. Don’t ask for credit unless 
you KNOW you can PAY YOUR BILLS 
PROMPTLY when due.—David J. Woodlock. 

Pay Your Bills Promptly. 

Credit is the yardstick of business. To 
measure a full yard you must PAY YOUR 
BILLS PROMPTLY. 

(Then the animated cartoon.) 

This is the land of the free. 
Your’re your own master IF 
YOU’VE PAID YOUR BILLS PROMPTLY. 

The motion picture trailers will be listed by 
the “‘Y’’ Central Committee in the catalogue 
of campaign supplies and must be ordered 
through the Y. M. C. A., the same as posters,, 
window display cards, etc. 

One of these trailers will be listed at $10. 
In a theater of, say, 700 seating capacity, a 


trailer will be seen by 2000 persons a day. 
If exchanges among the theaters, a trailer 


can be made to work all eight days of Thrift 
Week. Thus one Pay Your Bills Promptly 
trailer would reach in all 16,000 persons. 

The ‘“‘Y’”’ has suggested that one way to help 
make Pay Your Bills Promptly Day a success 
is for credit men to offer a special discount on 
all elderly bills paid up on that day. Think 
it over. 


KNOXVILLE ASSOCIATION REPORTS 


THIS CASE. 
In July, 1918, Grace Viola Sims, from De- 
catur, Tenn., used the U. S. Mails, order- 


ing goods from merchants in this city, also the 
large mail order houses in the East. 

She forged the name of J. M. Mowery 
to checks drawn on banks at Harriman, Tenn., 
and Etowah, Tenn. She was successful in 
having over $800.00 worth of merchandise 
shipped to her, shipped in the name of T 
Sims, who is her father. ’ 

This system was worked like this: She 
would order goods shipped, enclosing check 
signed J. M. Mowery who is a prominent man 
in this territory and his credit is A-1l. She 
would direct that shipment be made to T. H. 
Sims so that he might receive goods at rail- 
way station designated. As Mowery’s credit 
was good the merchants made shipment of the 
goods. When the checks begin to return, 
signature not authorized, the merchants 1m- 
mediately turned over all evidence to the 
Post Office Inspector P. H. Holliday, and 
through his untiring efforts and some very 
shrewed capitalization he was successful in 
capturing Grace Viola Sims, and forthwith 
brought her to trial a: Chattanooga, Tenn. 

After she had forfeited three bonds she was 


tried at the November term of the U. S. 
District Court and received a _ sentence ofl 
eighteen months in a Federal prison. 


In arguing this case Grace Viola Sim’s at- 
torney stated to the jury that it was the first 
case that he remembered in which a Post 
Office Inspector had not overlooked one de- 
tail and that the District Attorney, Gen. W. 
T. Kennerly, had put forth his best efforts 
and suceeded in convicting this woman. 
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DAVENPORT GOING GOOD 


Davenport merchants and business men 
who are members of one of the city’s most 
important small organizations, the Daven- 
port Rating Association, assembled at the 
Commercial Club for the first of a series of 
annual get-together meetings. Over 125 
members and their families attended the din- 
ner given by the association in celebration of 
the completing of another successful year of 
organization. The meeting was in charge of 
Max Rosenthal, president of the association 
and chairman of the Board of Directors. 
Among the speakers who took part in the pro- 
gram which followed the dinner were Mayor 
L. J. Dougherty, Isaac Petersberger, F. D. 
Throop, and Secretary J. C. McCarthy of the 
Commercial Club. 

Miss Helen I. Croul, secretary of the Dav- 
enport Rating Association, whose work has 
been the means of perfecting the association 
since its organization, was praised for her 
share of the responsibilities. Miss Croul was 
made the subject of a toast given at the sug- 
gestion of Mr. Troop and all the members 
agreed that the local association was for- 
tunate in having her services to maintain its 
organization from day to day. 


Have 65,000 Cards. 


An indication of the extent of the work of 
the Davenport Rating Association was: gained 
from a statement by Mr. McCarthy who said 
the association now possessed a total of 
65,000 different cards. These cards repre- 
sent individuals or families listed in the tri- 
cities or in adjoining cities. 

Mr. Rosenthal read a report of the secre- 
tary showing the achievements of the associa- 
tion since its organization on December 4, 
1914, when M. L. Parker was elected presi- 
dent. The association purchased the books 
and records of the Merchants Mercantile 
Agency of Pittsburgh covering the Davenport 
district, for $2,700 and accordingly started its 
work, in Davenport, in debt to that amount. 
The indebtedness was finally assumed by the 
original directors, including M. L. Parker, 
Max Rosenthal, Joseph Deutsch, M. Landauer, 
W. E. Spencer, B. Abrahams, Chas. Naeckel, 
W. H. Korn, Nave Neustadt, Ed Kunkel and 
J. A. Schmidt. The association has been out 
of debt since that time. 


The report gave much of the credit for the 
organization to Mr. Deutsch, whose efforts 
brought in new members and created more 
and more interest among those already en- 
rolled, until the Davenport Rating Associa- 
tion became an important factor in the in- 
dustrial life of the city. The office of the 
association has handled this year up to the 
present date, a total of 15,500 inquiries, show- 
ing how widely used are the records of the 
oe. The association now has 161 mem- 
ers. 


The Speakers. 


; In his address on ‘“‘Co-operation and Cred- 
its,” Mr. Petersberger struck the keynote of 
the rating association idea. Mr. Petersberger 


listed five essential points to the credit game 
that should be observed by every credit man 
who expects to secure the benefits of his mem- 
bership in an association. First there must 
be accuracy in records and furnishing infor- 
mation, and second, the members should 
avoid unnecessary calls at the secretary’s of- 
fice for information that would trespass on 
the time of other members desiring to use the 
association bureau. Third, the members who 
are called upon to give information to the 
central bureau, should act promptly; fourth, 
members should exercise full reciprocity and 
give all the information at their command in 
return for what they expect to receive. Last, 
members should observe the confidential char- 
acter of the rating association work and like- 
wise put their faith in its organization by giv- 
ing all their private records on credit, know- 
ing that the information will not be peddled 
indiscriminately. 

Mayor Dougherty took occasion to compli- 
ment the merchants on their organization of 
so perfect a credit system, which puts Daven- 
port industry on a par with that of any city 
of its size. The spirit of co-operation which 
made the rating bureau a success, was, in 
Mayor Dougherty’s opinion, the spirit which 
is making Davenport one of the foremost 
cities in all lines of endeavor. The city of- 
ficial conveyed the appreciation of the people 
for the attitude of progressive development 
displayed by the merchants and _ business 
men. 


Frank D. Throop explained some of the ad- 
vantages of membership, as observed in prac- 
tical business experience. He mentioned a 
rating bureau letter which was sent to a back- 
ward customer, requesting a settlement of the 
neglected account. The answer came with an 
urgent appeal from the customer, not to let 
the 160 other members of the Davenport Rat- 
ing Association know that it had become 
necessary to send such a letter. The incident 
emphasized the important position of the as- 
sociation and its membership. 

Mr. McCarthy gave his favorable opinion 
of the work of the rating bureau, from the 
viewpoint of the Commercial Club. He urged 
the association members to use every effort to 
increase their list to 300 or more. Mr. Me- 
Carthy said their best advertisement would 
be the members themselves and each mer- 
chant and business man should make it his 
immediate duty to secure another member for 
the association from among Davenport’s rap- 
id!y growing list of industrial enterprises. 


To Have a Council. 


A suggestion made by the secretary, Miss 
Croul, and recommended by Joe Deutsch, Mr. 
Rosenthal, M. L. Parker, W. E. Spencer and 
R. H. Harned, was the formation of a sort of 
club or council of members of the rating as- 
sociation, to hold monthly meetings for the 
sole purpose of discussing current topics re- 
lating to credits in the Davenport stores and 
business offices. It was suggested that each 
firm send either its credit department head 
or another official to attend the meetings. 
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CEDAR RAPIDS, IA. 


Spengler of Killians Stops a Bad One. 


Evidently thinking that Cedar Rapids was 
an “easy” town on which to practice his ac- 
quired art of taking things without paying 
for them, Carl S. Webber, a student at the State 
University of Iowa, from El Reno, Okla., was 
reaping a rich harvest from local merchants 
on credit yesterday until he ran into the net 
of an investigation being made by the credit 
men of the Killian store and the police de- 
tectives. 

Webber, who is 28 years old, was arrested 
on the charge of obtaining goods under false 
pretenses. He was taken to the police sta- 
tion where on examination of the purchasing 
slips and the goods in his possession it was 
found that under the name of Webber, Ware 
and Webb he had obtained goods on credit 
from several merchants. His undoing came 
when he went into the Killian store and at- 
tempted to purchase an $80 suit of clothes on 
credit after he had earlier in the day bought 
neckties to the value of $7.60 on time. At that 
time he gave his name as Earl Ware, son 
of Dr. Ware of Sydney, Iowa, and said he was 
a student at Coe College. 

When he asked for the suit, suspicions were 
aroused and an investigation ensued which re- 
sulted in finding that there was no Dr. Ware 
at Sydney, that there was no student by the 
name at Coe College and that the young man 
did not room where he indicated. 

At the police station he at first stuck to the 
story originally told at the Killian store but 
soon came through with the facts, that he was 
attending college at the university and that 
his parents lived in Oklahoma. Under the 
name of Webb he had purchased on credit 
a set of silver knives and forks and later 
yesterday sold them to a waitress in a local 
restaurant. He had also bought on credit at 
the F. H. Drew company store a complete 
basket-ball outfit 

After sizing him up, the police decided that 
this man with two aliases had also gone under 
two other names and as H. C. and J. : 
Meyers had passed two worthless checks for 
$15 and $20 on the Cedar Rapids Oil com- 
pany and had purchased an automobile tire 
from the Fred J. Barr store giving a worthless 
check amounting to $36.90 for it. Men from 
the Barr store were called and identified 
Webber as the man. 





WOOLWORTH 1919 SALES ESTABLISH 
NEW RECORD 

Gross sales of F. W: Woolworth Co. for 
1919 will reach about $118,000,000, a gain of 
a little less than $11,000,000 over 1918, 
which had the biggest gross for any year 
since the formation of the company, accord- 
ing to Dow, Jones & Co. Sales in the first 10 
months were in excess of $89,000,000 and the 
turnover in November and December will 
total about $29,000,000. 

Net income from sales is expected to be in 
about the same ratio as last year. $6.60 cei\ts 
on each dollar. This would result in profits 
of about $7,875,000 on a turnover of $118,- 
000,000, comparing with profits of $7,088,716 
in 1918. 


LOS ANGELES. 


Record of meeting held by Associated Re- 
tail Credit Men of Los Angeles on November 
18, 1919, at the City Club. 

The attendance numbered ninety-three. Mr, 
J. W. Lewis, President, presided. 

The President made announcement of the 
committees for the coming year. 

The Committee on By-Laws presented a 
resolution to add to directorate four additional 
members which will in total make nine di- 
rectors and six officers, total fifteen. 

Then followed two-minute talks on Credit 
experience by Mrs. Franklin of Wetherby 
Kayser Company; by Mr. Springer of Ham- 
burgers; by Mr. Tucker of Barker Brothers; 
by Mr. Neushafer of the Union Bank & Trust 
Company. 

Mr. W. W. Weir of Hamburg=srs then ds 
livered an address. Subject “The Y. M. C. A. 
School, Its Purpose and Objects.” 

Mr. Francis J. Heney then delivered an ad- 
dress on “The Industrial Situation and Its 
Relation to Credit.” 

The meeting was an unusually enthusiastic 
one and very successful in every way. 





Louisville, Ky. 

Mr. David J. Woodlock, Secretary National 
Association of Credit Men, Equitable Bldg., 
St. Louis, Mo. 

Dear Sir: We write to enlist your help in 
discovering the whereabouts of a party — 
we sold here, who was at that time Mrs. Nan- 
nie C. Summers. The last information we have 
of this party she had married an officer in 
the United States Army by the name of 
Lieutenant H. H. Steele, and lived at 1517 
Laurel St., Columbia, S. C. Our letters to her 
there have been returned marked “Address un- 
known,” but on the last letter was a lead 
pencil notation by some one stating that they 
thought she had moved to Chicago. This 
lieutenant is now out of the army, we think, 
and it occurred to us that if you will write 
from your office to the various associations in 
the United States who are affiliated with you, 
concerning Mrs. H. H. Steele, giving the in- 
formation above, we might possibly locate ak 
You would serve the double purpose of assist- 
ing us and also protecting the merchants where 
she may be located. She is “N. G.” and she is 
a woman who will undoubtedly try to get all 
the credit possible wherever she may be. This 
will be a help in locating her. 

If you can take this matter up in this way 
please do so and it will be greatly appreciated. 

Very truly yours. 
FRED W. KEISKER & SON. 


CHANDLER RE-ELECTED AS HEAD OF 
TRADE BOARD 

Boston, Nov. 10.—F. Alexander Chandler, 
president of Alexander & Farquhar, was re 
elected president of the Retail Trade Board of 
the Chamber of Commerce. This is his third 
term. Felix Vorenberg, of the Gilchrist Com- 
pany, is vice president, and Edward J. Frost, 
of William Filene’s Sons Co., treasurer of the 
Chamber of Commerce, was selected treasurer 
of the board. 








Re- 
iber 


Mr. 
the 


da 
onal 


ae 


redit 
erby 
lam- 
ners; 
Trust 


1 de 
c. a 


n ad- 
1 Its 


iastic 


tional 


Bldg., 


elp in 
whom 
_ Nan- 
e have 
cer in 
me of 
t 1517 
to her 
>ss un- 
a lead 
it they 
This 
think, 
| write 
ions in 
th you, 
the in- 
ate her. 
' assist- 
s where 
d she is 
get all 
e. This 


his way 
reciated. 


SON. 


‘AD OF 


handler, 
was re- 
Board of 
is third 
ist Com- 
;. Frost, 
br of the 
easurer 








THE CREDIT WORLD 37 





MY EXPERIENCE AS A CREDIT MAN. 





M. Lipinsky, Bon Marche, 
Asheville, N. C. 


A Credit Man has so many experiences in 
his daily work that it is very easy for him 
to mention a few of them without giving the 
subject a great deal of thought. I will there- 
fore briefly set forth a few of the varied 
personal experiences I have had during the 
last few weeks: 

Mrs. Blank, from a Southern city, called 
to open an account one day and gave as 
reference several merchants in Southern cities, 
stating that an account of $300.00 would be 
satisfactory. Upon telegraphic information, 
we learned that this party was rather slow 
in meeting her obligations, so naturally we 
informed Mrs. Blank of the fact. In the 
meantime, this party had selected a dress 
and made a payment thereon, and called back 
the following day to see if her charge account 
had been investigated. The Credit Man in- 
formed the lady that he would be unable to 
charge a small balance on dress as he did not 
wish to open any new accounts. The party 
left the office, stating that this was all right. 
In about two minutes the party returned and 
in a few words informed the Credit Man that 
she did not care for a charge account, and 
besides she would never buy another thing at 
the store. Moral: Go slow with people who 
want too much on a Credit without having 
the proper credentials. 

Another experience which almost every 
Credit Man has had is taking a chance occa- 
sionally on a woman who makes a fairly good 
appearance, and whose name cannot be found 
in the Credit Bureau. In other words, the party 
expects her income check about the first of the 
month and will be in to meet the obligation 
at this time. One such party had an account 
with the writer’s firm some time ago, and 
purchased about $40:00, stating that same 
would be paid on the first of the month. The 
first arrived and several of them passed by, 
the party having left town, when the Credit 
Man awoke to the fact that the account was 
N. G. The party was traced to a large city 
in the East and letters were sent to the Re- 
tail National Association connections, but 
without a reply. Later, when the account had 
been given up as N. G. the party sent a check 
to cover. 

The best thing for a Credit Man to do 
when he finds an account in arrears is to send 
around and see if the party is still at the 
address. The other day this was done, and 
the party that had been away for two months 
came in to see the Credit Man, evidently 
excited, and told him the first thing that 
greeted her on her arrival was the news that 
our collector had been around to see her. 
he seemed to think it very strange that one 
should send around for a bill over thirty days 
old. We must educate our patrons all over 
the United States to pay accounts promptly. 

I am of the belief that most all folks are 
honest, even up to the 99 per cent class, but 
it is the 1 percent of them that we must keep 
our eyes upon, and watch closely. 

his is written by a Credit Man from a 
small town, and possibly will not be inter- 


esting reading for the “Big City Credit Man,” 
but as we want to increase our membership 
in the smaller towns of the Country, think 
it will appeal to them. 

Glad to see where you are working up a 
Clearing House idea for bad checks, and have 
been talking this matter to some of our 
local bankers. Think it a good thing to get 
our bankers to belong to the National Asso- 
ciation. 





“CHARGE IT” FOR 30 DAYS IS LIMIT 
ON CUSTOMERS UNDER NEW 
CREDIT PLAN. 





Local Retailers to Adopt Nation-wide system 
of Curtailing Abuse of Credit—Will Be- 
come Effective Next Monday—All 
Bills Must Be Paid by 10th 
of Every Month. 

A credit system as strict as that required 
in the larger cities will be introduced in Sioux 
Falls next Monday when all new customers 
will thereafter be obliged to make formal appli- 
cation when they desire to open up a charge 
account, and sign an agreement to pay on or 
before the 10th of the following month, accord- 
ing to the announcement of the Retail Credit 
Men’s Association. 


Retailers Must Pay. 

Changes in terms and reductions in dis- 
counts by manufacturers and wholesalers are 
given as the cause for the regulations which 
will be put into effect. The rule is held to 
be not a new one but merely the strict enforce- 
ment of a business principle that is generally 
understood as neecessary but not always fol- 
lowed. The neceg$sity of retailers making 
quicker payment on their own accounts with 
wholesalers means that the retailer must en- 
force prompter payment of accounts from 
customers if he is to meet his obligations and 
maintain his own credit. 


Done in Other Cities. 

The credit application, of course, applies 
only to new customers but the payment of 
bills on the 10th of the following month is 
declared imperative under existing conditions 
in the business world and one that is national 
in its operation and not at all confined to 
Sioux Falls, which is only getting into line 
with the national standard. 

The only exception in the application of 
this rule of prompter payment will be where 
sales are made on contract or in cases where 
special arrangement has been made with the 
credit man of the store. 


Need Seen Some Time. 


The announcement of the action of the re 
tailers in curtailing credits is not a surprise 
since the necessity for some such cooperation 
between merchant and customer has been 
seen for some time and the continued reduc- 
tion of the merchants’ credits with the whole- 
saler and his discounts, have forced the move. 
Merchants here have been extremely liberal 
in their credits, it is pointed out, with the re- 
sult that many customers came to regard a 
credit as something that might be carried more 
or less indefinitely. 

















Send in names of “skips,” 
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ADDRESSES WANTED 


we will publish them, but get them to us before the 20th of each month. 


Every day we locate a lost one, because some credit men read this list and co-operate. 


Arnstein, Henry; 
Atkinson, W. 


clothes cleaner, Galveston, Texas. 
F., Springfield, Mo.; believed to be in 


Los Angeles or Long Beach, Calif. 

Bates, Revelle J., Springfield, Mo.; air brake repair- 
man for Frisco R. R.; believed to have gone to Tulsa, 
Okla. 


Beeney, M. A., 4415 
later San Francisco; 


Lockwood Ave., Los Angeles; 
home Des Moines, Iowa. 


Braun, Elias, traveling salesman, formerly Galveston, 
Texas. 
Brett, Paul E., Springfield, Mo.; usually worked in 


pool and billiard hall; believed to be in St. Louis. 


Brown, Stanley, trombone player, Al G. Barnes’ 
circus. 
Byers, Thomas R., Springfield, Mo.; was employed 


as a car repairer at Frisco Shops. 

Carden, Frank F., salesman, Galveston, Texas. 

Chase, Miss Hazel, Sioux Falls, South Dakota. 

Chibnick, Mrs. M. L., Sioux Falls, South Dakota. 

Clarity, F. E., formerly superintendent of transpor- 
tation D. & R. G. R. R., Denver, Colo. 

Costello, A. L., Sioux Falls, South UVakota. 

Croneberger, Paul, submarine base, San Pedro, 
home Corvallis, Ore. 

Delong, Mrs. H., Sioux Falls, South Dakota. 

Everingham, Paul, 909 Lakeside Pl.; business address 
175 W. Jackson Blvd., Chicago, Ill 

Ferry, E. E., automobile salesman; gone to Houston, 
Texas; formerly Sioux Falls, South Dakota. 

Ficklin, Mrs. M., Sioux Falls, South Dakota. 

rrazier, J. W., Springfield, Mo.; this party traveled 
for the Turner Furnishing Goods Co. while in Spring- 
field; told conflicting stories as to where he was going; 
believed to have gone to St. Louis. 


Calif. ; 


Fullerton, Miss Eula, 1760 Washington St., Denver, 
Colo. 

Gates, Mrs. A. J., Sioux Falls, South Dakota. 

George, Wm. T., formerly Phillipi & Charleston, W. 


Va.; believed to be in Texas. 
Galveston, Texas 


Getz, J. L., organist, 
Mo.; ualioent to be in St. 


Goodin, Roy, Springfield, 
Louis or Streator, IIl. 
Goss, O. C., Loveland, Colo. 
Graham, Gladys Wilmont, Sioux Falls, South Dakota. 
Harrison, Carey, ex-capt. U. S. A., formerly located 
at Camp Pike, Ark. 
Herron, Miss Esther, 
Jackson, Helen, Sioux 
Kappe, A. C., accountant, 
Lambert, Mr. , New Orleans, 


West Hotel, Denver, Colo. 
Falls, South Dakota. 

Galveston, Tex. 

La.; also Houston, 


Texas. 

Landers, Rev. kred A., Springfield, Mo.; this party 
is a Baptist minister; moved to Kansas City, Mo.; 
family may still be there; also reported he went to 
Colorado Springs, Colo. 

Leiter, S., tailor, Galveston, Texas. 

CREDIT GRANTORS URGED TO HOLD 


LAW SUPREME 


Credit Integrity Based on Law and Order, Na- 
tional Association Says. 

The integrity of creditors rests upon the su- 
premacy of the law, and should this ever be 
removed or violated, credits would shrink, 
capital crumble, and the commerce of the na- 
tion rapidly decline, according to the National 
Association of Credit Men. 

This thought has been brought to the atten- 
tion of the 29,000 members of the association 
in every part of the country in connection 
with the present day Bolshevistic tendencies 
of some clases of labor, the association say- 
ing the whole strength of the people’s con- 
victions must be backed by this one idea—the 
supremacy of the law. 


South Dakota. 
formerly Marbridge Bldg., N. Y 

McCloud, Mrs. Nellie, Sioux Falls, South Dakota. 

Mayfield, J. A., Springfield, Mo.; car repairer; last 
heard of was employed by N. O. N. E. R. R., Meri- 
dian, Miss. 

Orris, Mrs. Sadie, Sioux Falls, 

Owetsky, Jos., Galveston, Tex. 

Pamer, Jack, Ryan Hotel, Los Angeles, Calif. 

Payeken, Hans M., Galveston, Tex. 

Perryman, Mrs. Agnes, Sioux Falls, South Dakota. 

Peterson, Myrtle, Sioux Falls, South Dakota. 

Potts, Horace M., Morgan Hotel, Los Angeles, 

Rankin, E. M. West Vernon Hotel, 

Reynolds, Mrs. R. C., Yuma Valley, Yuma, Ariz. 

Reid, Paul, Springfield, Mo.; he is a moulder or stove 
maker by trade; is known to be in Lima, Ohio; want 
street or business address. 

Robinson, Edna, husband Bodie steam engineer, form- 
erly Long Beach, North Spur, Fort Bragg, Calif., and 
Huntington, Prairie City, Ore. 

Royer, A. E., Springfield, Mo.; traveling salesman; 
believed traveling for a Pittsburgh, Pa., house. 

Schaud, Miss M., Mankato, Minn. 

Schoals, Muscle, New Orleans, La.; also Houston, Tex. 

Seaschultz, Mrs. S. R., Springfield, Mo.; she is a 
widow; nurse by profession, but not a graduate; be- 
lieved to be in Chicago, 

Seeley, Franklin H., Galveston, Texas. 

Shay, C. M., Springfield, Mo.; last heard of was work- 


Lewis, Mrs. John, Sioux Falls, 
Maas, Frank W., 


South Dakota. 


Calif. 
Denver, Colo. 


ing in railroad shops, Sedalia, Mo., and received mail 
at Elks’ Club. 
Smillie, Mrs. George, Sioux Falls, South Dakota. 
Spencer, Stanley G., Galveston, Tex. 


Strife, E. F., formerly lived in Dodson, Montana; in 
the fall of 1916 he worked with the Construction Co., 
in Wild Rose, North Dakota; supposed to come to Mon- 
tana from Cass Lake, Minn. 

Thomas, Grover B., Springfield, Mo.; 
carpenter for Frisco R. R. Co.; believed to be 
Louis or Streator, Il. 

Thurston, Mrs. Frank, Sioux Falls, South Dakota. 

Todd, M. H., Springfield, Mo.; boilermaker by trade; 
believed located somewhere in Indiana. 

Voegtline, Mrs. Louise, Towa City, Towa; boarding 
house keeper; came here from Des Moines, Ia.; left 
Iowa City during August; whereabouts unknown. 

Watson, Miss Maud, stenographer; believed to be in 
Illinois or Minnesota. 


worked as car 
in St. 


White, Mrs. S., formerly 1868 Columbia Road, Wash- 
ington, D. C. 

Wilkins, Mrs. R. A., Sioux Falls, South Dakota. 

Matthews, Mrs. B. L., formerly 1075 Calder Ave., Beau- 
mont, Texas. 

Rose, Mr. F. Walker, Plymouth Hall Apartments, Balti- 


more, Md. 


‘“‘Whenever in our midst we may find those 
who would abolish government, who are op- 
posed to the science of our national life, they 
must either be converted or removed as unde- 
sirables,’’ reads the message to members. 
“Men should believe in, and children should 
be taught to respect the law’s supremacy. The 
happiness of the nation, the soundness of its 
society, the progress of its commerce, and the 
integrity of its credit, are all founded upon 
law and order as set out in the decision of 
our courts.” 


The confederation of the 13 origina] States 
it is pointed out proved unsuccessful because 
the will of Congress was not supplemented by 
authoritative control, but depended upon the 
executives of individul States for acceptance 
and execution. 
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COLLECTION SERVICE 


Following is a list of members who give reliable collection service. Members placing 
accounts out for collection should give the business to a member wherever possible. If your 
name is not in this list advise the National Secretary. We publish only those who give 


us permission to do so. 


Kentucky. 

Credit Men’s Association of Northern Ken- 
tucky, Covington, Ky. O. J. Williams, Secre- 
tary and Treasurer. Territory includes Cin- 
cinnati, Ohio; Covington, Newport, Bellevue, 
Ft. Thomas and Ft. Mitchell, Ky. 





South Dakota and North Dakota. 

Swihart & Branson, 22, 24, 26, 28 Hagerty 
Block, Aberdeen, S. Dak. Oldest and best or- 
ganized collection agency in the Dakotas. Also 
conduct regular law practice; handle all collec- 
tions for local Merchants’ Association. 





Alabama. 

Merchants’ Credit Association, 223-24-25-26 
First National Bank Bldg., Birmingham, Ala. 
W. V. Trammell, Secretary. Large and suc- 
cessful collection department. Prepared to 
give prompt and effective service in any claim 
in this district. 





Missouri. 

Associated Retail Credit Men, Equitable 
Bldg, St. Louis. Jno. K. Lord, Counsel; M. 
W. Brooks, Mgr. Collection Dept. Operated 
in connection with our national office. Will 
handle claims and collections of all kinds, any- 
where. 





Wisconsin. 

Kenosha Retailers’ Association, Chamber of 
Commerce Bldg., Kenosha, Wis. H. G. 
Maddock, Secretary. A highly developed col- 
lection department; out of town claims as well 
as local. 


Alabama and Florida. 

Bodeker’s National Detective Agency, Inc., 
209-10-11-12 Brown-Marx Bldg., Birmingham, 
Ala. Harry Goldstein, Supt. Collect notes or 
open accounts of all kind. Can handle business 
anywhere in South. Branch offices, Mobile, 
Ala., and Jacksonville, Fla. 


New York. 

Retail Merchants Association, 916 Chamber 
of Commerce, Buffalo, N. Y. R. T. Fiske, Sec- 
retary; S. S. Humphrey, Attorney. Equipped 
to handle all accounts in Western New York. 


Oklahoma. 

Associated Retail Credit Men, New Mu- 
nicipal Bldg., Tulsa, Okla. C. S. Fenwick, 
Mgr. Collection Dept. Thoroughly equipped 
to handle all kinds of collections in Oklahoma. 














Nebraska. 

Hastings’ Retail Merchants Association, 
Hastings, Nebr. Alexander Frank, Megr.; Karl 
D. Beghtol, Attorney. Bonded collections; in 
position to serve you in Nebraska. 





Missouri. 
The Associated Retail Credit Men, Woodruff 
Bldg., Springfield, Mo. Jno. W. Byng, Sec’y. 


District of Columbia. 

Cullen Service, Kellogg Bldg., Washington, 
D. C. Jos. P. Cullen, Mgr.; M. J. McNamara, 
Counsel. Efficient, prompt and persistent col- 
lections. Organized in 1911. Collect any- 
where. 

Nebraska. 

United Credit Bureau, 301-02 Terminal Bldg., 
Lincoln, Nebr. C. D. Hustead, Mer. Collec- 
tions anywhere. Branch office, 204 Brandeis 
Theatre Bldg., Omaha, Nebr. 


Pennsylvania. 

Merchants Guarantee Co., Inc., 105 West 
King St., Lancaster, Pa. Geo. W. Webster, 
Pres. Collections all over the eastern section 
of the United States. 





Arizona. 

Business Men’s Protective Association, Tuc- 
son, Ariz. L. G. Moore, Secretary. Full 
equipped collection department to handle all 
kinds of collections anywhere. 





Massachusetts. 

The Beacon System, Springfield, Mass. 
Claude Kirby, Mer. Collections everywhere in 
New England. 





Tennessee. 

The James-Sanford Agency, 715-16-17-18 
Fourth and First National Bank Bldg., Nash- 
ville, Tenn. Personal service; thoroughly or- 
ganized collection department. 





Montana. 

Miles City Credit Rating Exchange, Miles 
City, Mont. Fred Dugan, Secretary. Collec- 
tions and credit reports. 





Kentucky. 

Bonded Adjustment Co. Louisville, Ky. 
Lee L. Simons, Mgr. Collections made any- 
— Bonded by U. S. Fidelity & Guaranty 

oO. 


Tennessee. 

Retail Credit Men’s Association, Knoxville, 
Tenn. Thos. D. Esterly, Mgr. Collections of 
all kinds. Particular attention to this section 
of the country. 





Tucson, Ariz. 

Business Men’s ProtectiveeAssociation, Tuc- 
son, Ariz. L. G. Moore, Secretary. Fully 
equipped collection department. 





Los Angeles, Calif. 

Victor Ford Collins, Attorney at Law, Van 
Nuys Bldg., Los Angeles, Calif. Member of 
Los Angeles Association. Equipped to handle 
all kinds of collections. 
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COLLECTION SERVICE—Continued 


Pittsburgh, Pa. 

The Hickox System, 706, 707 Bessemer Bldg., 
Pittsburgh, Pa. Harry R. Hickox, President. 
Twelve years in business. Offices also in 
Cleveland, O. Equipped to handle collections 
anywhere. 


Portland, Ore. 

Emmons & Emmons, 
Oregon. 
west. 


Attorney, Portland, 
Collections of all kinds in the North- 


Springfield, Mo. 
E. J. Ruscha, 1108 Robertson Ave., 
field, Mo., collects all kinds of accounts. 


Spring- 


Wisconsin, Minnesota, Iowa. 
Commercial Service Bureau. 
Three offices 

314 Newburg Bldg., 
H. S. Call, Mgr. 
1110 Exchange Bldg., Winona, Minnesota. 
M. J. Shackel, Mgr. 
206 Duggan Building., Oshkosh, Wisconsin. 
H. E. Polzin, Mgr. 
All manner of collections. 


LaCrosse, Wisconsin. 





CHICAGO. 
Addresses desired by Lewy Brothers Com- 
pany, 201 S. State St., Chicago, Ill—Paul 
Kessel, G. P. Boardman, Terome Schuster. 





PROMPT PAY 
GOOD CREDIT 
GOOD SERVICE 


10,000 MEMBERS 
THIS YEAR 





HELP WANTED 


WANTED—A SOLICITOR TO OBTAIN SUB- 
scribers to mercantile agency, taking contracts from 
wholesale and retail merchants in Canada; excellent 
position for capable man; one preferred who has had 
previous experience. Merchants Mercantile Co., 
631 Coristine Bldg., Montreal, Que. 


POSITIONS WANTED 


FIVE YEARS’ EXPERIENCE IN F RETAIL CRED- 


its; can furnish best of references. Twenty-six years 

old, university graduate; at present re siding in 

New York. No. 163, Credit World. 

In this column we publish without charge notices of 
members desiring to make change or secure positions. 


C REDIT MAN, SEVEN YEARSIN ERTAIL WORK 
and three in wholesale, desires new connections. 
J. K. L., Care Credit World. 


CREDIT AND COLLECTION M AN—EXPERI- 
enced in automobile line, but can handle anything 
in — line; salary $4,000.00. R. B., Care Credit 

or 


A TRUE STORY 


R. H. Durphy, General Manager, National 
Creditors Publicity Association, Inc. 
Nashville, Tenn. 


“No, we haven’t collected the Millsap ac- 
count,”’ the letter read, ‘‘but that is no reflec- 
tion on the worth of your system for we didn’t 
expect the impossible, and only included this 
account out of curiosity. Your system is pro- 
ducing excellent results and—’’ Here my 
reading was interrupted by the sudden open- 
ing of my office door and I turned around and 
discovered that it had opened to admit about 
three hundred pounds of imposing and per- 
fectly attired manhood. 


“T understand that you claim to advertise 
overdue accounts for sale,’’ thundered this im- 
posing person by way of an introduction. And 
feeling somehow like a boy who had been 
caught at some mischief, I weakly admitted 
that it was so. 

‘‘Now, may I ask,’”’ he went on in the tone 
of a criminal lawyer cross-examining a wit- 
ness, ‘‘whether you have any accounts for sale 
at the present time?’’ 

His manner made me feel inclined to say 
o;”” but just then, my eye fell on the letter 
I had been reading and——— 


sen 


‘Here, sir,’’ says I, “‘is a three-year old ac- 
count which I am going to advertise to-mor- 
row. I think you will be able to buy it for 
thirty cents on the dollar as I am not expect- 
ing any takers,’”’ and I placed the Millsap ac- 
count in his hands. 

He examined the paper without comment, 
and embolden by his silence, I was reaching 
for some other accounts when, to my sur- 
prise, he muttered something about coming 
in a little later and stalking majestically out. 


That afternoon I was still wondering about 
my distinguished visitor when a friend from 
the office across the hall dropped in for a chat. 

“I noticed my friend Millsap coming out of 
your office this morning’? says he. “I hope 
you are not banking on collecting anything 
from him?” 

‘‘What—the,” says I, as the light began to 
break. And while I still sat with my mouth 
agape the phone rang and a joyful voice at 
the other end of the wire yelped, ‘‘Say, Dur- 
phy, your system is certainly the ‘goods.’ That 
fellow Millsap just came in and gave us a 
check in full.” I fainted. 

Of course his name wasn’t Millsap. But 
this is a true story at that. 
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Keep Pace with Progress 


Tatum Steel 
Posting Trays 


Facilitate the work of the book- 
keeping machine operator — 
permit rapid selection of ac- 
counts—make for greater speed 
and accuracy. 


Tatum Steel Trays 
are Light and Strong 


Made of 18-gauge steel. Furnished 
in olive green enamel with nickeled 
handles, levers and tilting device. 


Furnished with or without hoods, 
with or without tables. 


Capacity 1500 leaves and a 100 division index 


We Handle Everything 
for the Credit Department 


PRE 
Skinner & Kennedy Stationery Co. 


416-418 North Fourth Street 
Saint Louis 





























*‘Whenever we consider the 
a of a new record 
i hink it of ibili 
No business too large or too small. — = visibility. That 1 a 
Rand visible control shows oe f us think of RAND.” 


(Signed) J. K. Mason,Aud’r. 
the facts at a glance. Harrison Radiator Co. 
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Perfect Control— 


through visible records— 
Makes Management Easier 


A SINGLE glance—and through the RAND Visible System of 

record keeping—all the recorded facts jump to attention 
before your eyes. Absolute visibility—the feature which makes 
the RAND System a partner in the success of so many big 
firms—brings the responsible man into complete and immediate 
command of the situation. 


In the Credit Department—RAND speeds up service to the 
waiting customer, saves you time and clerical cost, and saves 
you loss from memory authorizations. 

In Personal Records—RAND gives an instant grasp of your 
labor facts, helps you solve your problems and makes your 
force more flexible. 


In Sales Promotion Work—RAND puts all facts so readily, 
groups prospects so clearly, it speeds your follow-up and gets 
more business from any given number of prospects. 

In Stock, or Sales, or Production Management—the ease 
with which records are made and seen is a certain guard 
against over-stocking, material shortages, and gives visible 
control of routing and jobs in work. 


RAND Visible Systems make perfect control possible for the man higher 
up. Write the Home Office to show you how RAND can help you to 
better, faster and usually cheaper control of your business. 


THE RAND COMPANY, North Tonawanda, N. Y. 


Branch Offices: New York, Chicago, Boston, Buffalo, 

Philadelphia, Detroit, Cleveland, Syracuse, Providence, 

Washington, Salt Lake City, San Francisco, Atlanta, Pitts- 

burgh, Kansas City, Baltimore, St. Louis, Dallas, Min- 
neapolis, Portland and Denver. 


RAND 


VISIBLE BUSINESS-CONTROL 








VISIBLE CONTROL OF CREDITS: PRODUCTION: PERSONNEL STOCK: SALES PROMOTION - 


Visualize your present CARD RECORDS on the Rand 




















